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WRITING AIRCRAFT 
HERE AND ABROAD 


England Leads in Scope of Cover, 
Scandinavia in Rules of 
Underwriting 








H. E. FEER DISCUSSES PLANS 





Much Competition for Business Which 
Has Not Reached Large 
Proportions 





Impressions on the writing of air- 
craft and aviation insurance in Europe 
and the United States were given by 
H. E. Feer, foreign manager of the In- 
ternational Fire & Marine Agency Cor- 
poration at a meeting held in New 
York May 28. Mr. Feer confined his 
remarks principally to a discussion of 
the tariffs used by the United States 
companies and by the Scandinavian 
Pool for Aircraft Insurance. In the 
course of his informal talk he said: 

“So little is known about aviation in- 
surance that all obtainable information 
is of value even if it may come from 
a remote source. At present “rgland 
occupies first p'ees in aircraft insur- 
ance. That is, fiigland furnishes the 
widest range of cover, whereas the 
Scandinavian countries, operating 
through the Pool, are the most strict in 
their regulation of the business. 

“England was. active in this line of 
underwriting seven years ago and 
issued the first policies. At that time 
the principal lines written were school 
risks. By that I mean insurance on a 
machine against accidental damage 
during a pupil’s training. 

“The war interrupted aircraft insur- 
ance development, but after the armis- 
tice activities were resumed and today 
England offers the widest market for 
both direct writing am ~rance. At 
present every type of machine can be 
covered in England. There are now a 
large number of associations and com- 
panies transacting this line and it has 
been a subject of wonder that there 
should be so much competition for busi- 
hess in a line still so small. I think I 
may be pardoned for saying that in my 
opinion the most ;omprehensive or- 
ganization for the conduct of aviation 
and aircraft insurance is to be found in 
the Scandinavian Pool. 

Two Tariffs Used 

“The Pool uses two tariffs. Tariff 

number 1 is for heavier-than-air ma- 
(Continued on page 24) 
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GIVES ADVICE TO 
LIBERTY BOND OWNERS 


“American Magazine” Article Says 
Buy Policies With Interest Which 
They Are Earning 








SUGGESTION OF J. G. SHOLL, JR. 


Holds Good With Owners of $500 As 
Well as Higher Face Value 
of Bonds 





“The American Magazine,” in its cur- 
rent issue, gives agents some advice as 
to how they may couple the buying of 
insurance with their Liberty Bond in- 
vestments. The article, which bears 
the caption of “How To Build An Es- 
tate on Liberty Bonds,” is written by 
J. G. Sholl, Jr., and as the suggestion 
will prove novel to some agents, it 1s 
reproduced herewith: 

The immediate creating of an estate 
of three times the value of his Liberty 
bonds is the possibility open to the 
present-day fortune builder who is 
around thirty years of age and in good 
health, On the face of it, this sugges- 
tion smacks of the sharper who is 
angling for Liberty bonds with glitter- 
ing bait of oil or mining stocks of ques- 
tionable value. A closer inspection, 
however, shows that the plan is as safe 
and sound as the bonds themselves. If 
you ask how that can be, the answer is 

life insurance! 

Unexpected Savings 

Many of the Liberty bonds, in denom- 
inations of $1,000 and under, were taken 
during the war by people whose motive 
was patriotism. These bonds are very 
much like windfalls now that peace has 
come, for most of them represent sav- 
ings that far exceed the most sanguine 
calculations made before the war. 

For the reason that they represent to 
a large degree unexpected savings, 
these Liberty bonds can easily be left 
untouched both as to principal and in- 
terest, by families even in modest cir- 
cumstances, This family nest egg can 
be made to grow slowly by the patient 
setting-hen process of reinvesting the 
interest; or it can be hatched out im- 
mediately into a fledgling estate by the 
modern incubator method of life insur- 
ance, 

Re-Investing Interest 

By re-investing the interest in other 
securities, the Liberty bond owner could 
about triple the face value of his ori- 
ginal holdings in thirty years—if he 
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lived that long, and all his investments 
turned out well. But by putting all of 
this interest into life insurance, he can 
accomplish the same thing, whether he 
lives or not; provided, of course, that 
he is healthy enough to get insurance 
to begin with, and is around thirty years 
of age when he takes out his policy. 
The amount of insurance purchagable 
with Liberty bond interest would in- 
crease or decrease according to his age 
below or above thirty years. 

The age is placed at thirty in these 
calculations because it is then that, a 
man first begins to think of creating an 
estate for his family. At that age, the 
cost of ordinary life insurance in stan- 
dard companies averages from $23 to 
$25 a year per $1,000. If the dividends 
paid by most insurance companies after 
the first year are applied toward paying 
future premiums, the rate would av- 
erage even less than $20. 

Suppose a man, now thirty, has man- 
aged to buy a $1,000 Liberty bond in 
each of the five issues. He will then 
have coming in every month, for ten 
months out of the year $22.50 in inter- 
est and more from Victory bonds. By 
taking out ten ordinary life insurance 
policies for $1,000 each, with the pre- 
mium dates made to correspond with 
dates on which the interest on his 
bends is paid, he could carry $10,000 of 
insurance without touching his regular 
earnings. If he dies, his estate will be 
worth $5,000 in Liberty bonds plus $10,- 
000 in insurance, or a total of $15,000. 

$500 Bond Holders 

The same plan of course applies to 
the man who bought five $500 Liberty 
bonds of the different issues. Or take 
the family man who could afford to buy 
only a $100 bond of each issue. By 
combining his interest from $500 worth 
of bonds for the year he would have the 
equivalent of a yearly premium on a 
$1,000 life insurance policy. 

This plan can even be well adapted 
to the family which owns only one $100 
Liberty bond, or two $50 bonds, and 
which buys the so-called industrial in- 
surance on the ten cents a week plan. 
No matter how many or how few bonds 
you have, the interest on them will pay 
the premiums on an insurance policy of 
twice the value of your bonds. 

Whether endowment or ordinary life 
insurance is purchased, it is not neces- 
sary to die in order to win by this plan. 
Most of the accredited insurance com- 
panies now make it possible to apply 
dividends on policies to buying paid-up 
insurance. Or, if the dividends are per 
mitted to accumulate, they represent a 
growing reserve fund which can be 
drawn upon in time of emergency or 
used to purchase additional or paid-up 
insurance, 

Some may say that the same plan 
may be used with any kind of bonds, 
which is true; but no other securities 
are as safe or so well distributed as the 
Liberty bonds; and with the exception 
of the short-term Victory bonds, they 
run for sufficiently long periods to make 
them perfectly adapted to this plan. 


APPS OF $906,000 IN ONE DAY 

On May 25 the-.agents of the Illinois 
Life made a special drive because it 
was the birthday of the Company’s 
presidéat. The applications received 
reached $906,000. At the close of May 
26th the completed May business was 
$4,515,500, as compared with $4,010,000 
May business for thirty-one days in 
1919. 


LIFE INSURANCE SHORTAGE 
The leading feature in the May num- 
ber of the Manhattan Life’s publication 
is “The Life Insurance Shortage.” The 
Company points out how agents can 

campaign to meet need of insurance. 








HARDEST CASES 
“The Hardest Case I Ever Wrote” 
was the title of a paper read before the 
Elmira Life Underwriters’ Association 
by J. P. McNamara, The Prudential; 
and L. M. Rockwell, Connecticut Gen- 
eral, 
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desire and ideal. 








“The Oldest Company in America’ 


Issued its first Policy in 1843 


Three leadership achievements of the Mutual Life:—The 
American Experience Table of Mortality, the corner-stone 
of modern life insurance. The “contribution plan” of sur- 
plus distribution, used almost universally by American 
The Continuous Instalment policy, the basic 
fori of all Life Income contracts. 


“Mutual Life’—known in every household. 
policies and service, notable financial strength, co-opera- 
tion with agencies. Life Insurance at its best!—the Agent’s 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 


Unexcelled 














Oscar R. Looker, president of the 
Michigan Mutual Life, died on May 15. 


Frederick Longton, superintendent of 
The Prudential in Troy, N. Y., was re- 
cently guest of a banquet in view of his 
thirty years of service with that Com- 
pany. 


WRITES FIRST $100,000 

The first $100,000 policy written in 
the New England Mutual, under the 
new and higher limits, was closed by 
Robert Moore. He heard about the 
new limit at 3 o’clock on May 5 and 
half an hour later had the application 
signed, 








The Guardian 


1860 
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Company of America 
60th ANNIVERSARY 


The following figures show the growth of this Company 
since the first policy was issued on July 16th, 1860: 


Surplus & Insurance 

Jan. 1st Assets Liabilities Div. Funds in force 
‘1861 ..$ 194,545 $ 10,000 §$ 184,545 $ 499,979 
1875 .. 6,640,004 5,866,390 773,614 34,090,100 
1890 . .14,825,966 13,701,958 1,124,008 54,199,371 
1905 ..34,104,782 29,360,065 4,744,717 104,327,267 
1920 . 58,215,529 53,133,246 5,082,283 200,179,021 


Received from Policyholders. 


Paid to Policyholders since organi- 
... .$130,142,891 
Assets held as security for policy- 

holders ..... decesneeess 
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Net Gain to Policyholders after 
payment of all expenses and 
PE Se Kiaedawhan ‘eaees 


NEW BUSINESS PAID FOR 1919.... ..$37,342,844 
A GROWING COMPANY FOR GROWING MEN 


For a direct Agency connection address 


T. LOUIS HANSEN, Vice-President and Agency Manager 
50 Union Square, New York: City 


Life Insurance 


1920 


. + » «172,071,765 


»». 98,215,528 188,358,419 
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$16,286,653 

















George Graham Heads 
American Institute 


INDIANA 





ACTUARIES MEET IN 





Discuss Penn Mutual Decision, Revision 
of Gain and Loss Exhibit and 
Other Subjects 





At the annual meeting of the Amer- 
ican Institute of Actuaries, held in In- 
dianapolis, about one hundred attended. 
Six formal papers were read the first 
day. In the informal discussion on the 
second day these topics furnished the 
basis for some of the talks: 


The United States Supreme Court de- 
cision in the Penn Mutual case rela- 
tive to exclusion of dividends from net 
income; final disposition of policies 
which have been carried under the sol- 
diers’ and sailors’ civil relief act; re- 
vision of gain and loss exhibit from life 
insurance companies in the uniform 
convention blank report; expense. 
The formal papers were “The Evolu- 
tion of Médical Selection and of Life 
Underwriting,” by Franklin B. Mea‘; 
“Selection of Risks for Disability and 
Double Indemnity Benefits,” by Robert- 
son G. Hunter; “Special Hazard in 
Large Policies on Account of Unusual 
Conditions,” by Percy H. Evans; “In- 
fluence of the New American Men 
Table on Selection,” by George Graham; 
“Some Suggestions: Affecting the Fi- 
nancial Statements of Life Insurance 
Companies,” by E. B. Morris; ‘“Pay- 
ment of the Face of the Policy As a 
Total Disability Benefit,’ by C. O. 
Shepherd. 

The second day was given over to in- 
formal discussion, which took the form 
of a “round table.” Questions were 
asked and answered, bringing out all 
points of practical interest to the 
members. 

Mr. Mead’s paper was a historical 
sketch of the selection of risks. The 
paper of Mr. Hunter was a timely dis- 
cussion of the hazards to be met in 
the granting of total disability ben- 
efits and brought out for the first time 
the many elements to be considered in 
a selection of risks to which this ben- 
efit should be granted. 

The members and their wives were 
entertained in the evening at the Indian- 
apolis Country Club with a dinner and 
dance. This entertainment was fur- 
nished by the members from the In- 
diana companies. The Institute for 
the last two years under President 
Becket has made wonderful progress 
both in membership and the number 
and quality of the papers and discus- 
sions. 

The new president for the ensuing 
year is George Graham, of the Missouri 
State Life. All other officers were re- 
elected. 


NEW ENGLAND’S NEW LIMITS 

The following limits: of insurance 
were established by the Board of Direc- 
tors at their meetings May 5 and 19, 
1920. 


Ages Life and End. Term 
Under 21 $20,000 $10,000 
21—25 50,000 25,000 
26—30 75,000 25,000 
31—50 100,000 25,000 
51—55 75,000 25,000 
56-60 50,000 25,000 
61—65 25,000 — 


“Perfection Policies” are limited to 
$25,000 on a single life, and are issued 
enly on risks which, physically, finan- 
cially and as to occupation, rate as 
“Preferred.” 


Females 
Under 21 $10,000 $5,000 
21-——25 25,000 10,000 
26—30 25,000 10,000 
31-50 30,000 15,000 
51—55 30,000 15,000 
56—60 25,000 10,000 





Dr. G. B. Van Arsdall is doing fine 
work in his lecture talks to Equitable 
Life Assurance Society men, 
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Says Postal Life Ads 
Do Not Ring True 


HAD SOLICITED KANSAS AGENT 





“If You Are Right, Generally Accepted 
Plan of Life Insurance 
is Wrong” 


A representative of the Postal Life 
sent an advertisement of the Postal to 
H. W. Allen, state agent in Kansas of 
the Mutual Benefit, soliciting him for 
insurance, He replied in part in this 
way: 

“From the advertisements sent to 
me, one is led to infer that your com- 
pany has .been built up by the mail- 
order system. Such is not true, the 
Postal having been established on the 
basis of certain moribund companies 
the business of which was produced by 
agents. You also convey the idea that 
your insurance costs less than regular 
insurance because you save the ex- 
pense of agents. This is not true for 
your excessive expense in other direc- 
tions makes your insurance cost more 
than that of companies which employ 
agents. If you have saved agent's 
commissions what have you done with 
ihe money? Moreover, quality is of 
greater importance than cost and your 
insurance does not qualify by that test. 

“Your advertisements say ‘Life in- 
surance without agents is a distinct 
public service—The Postal transacts its 
business by mail, thus saving the big 
commissions paid to agents, the sal- 
aries of agency Officials at the Home 
Office and the expense of maintaining 
branch offices throughout the wore og fi 
its policyholders getting the benefit n 
the reduced cost of their sag aged 
Again, ‘And you do all of this e ve 
quiet of your own home, coming a 
intelligent decision for yourself w nil 
out the attempted over-persuasion oa 
life insurance agent who is proverbia y 
“Looking out for his end of it”. Your 
advertising rings false all the way 

5 . 
erue were right in your ——- 
then the generally accepted plan of life 
insurance is wrong and the men =~ 
sponsible for its development a = 
agency system and present — u : 
have either been devoid of wis om 0 
else criminally culpable of wasting 
huge funds entrusted to their care. 

“On the contrary the agency —— 
has been demonstrated to be essentia 
both for the production and proper 
maintenance of life insurance. 

“Life insurance agents perform a 
great public service by educating — 
into life insurance and by serving pol- 
icyholders in a multitude of ways after 
the insurance is issued, all of which is 
covered by the relatively small com- 
missions paid. These agents auto- 
matically help each other, as an united 
force in the service of life insurance. 
The Postal is the one exception, shar- 
ing the benefits of agent’s work with- 
out contributing anything in return. 
It is the jackal of the business, malign- 
ing those to whom it is indebted, evad- 
ing taxes that regular companies pay, 
and interfering with honorable deal- 
ing by inculcating an idea that regular 
agents are grafters and are paid (for 
unnecessary services) excessive com- 
missions which might well be rebated. 

“You are within the law, and make 
much of that fact with the readers of 
those publications which accept your 
advertisements, but if the law could be 
strictly enforced against those who 
profit by false representations your in- 
stitution would be promptly put out of 
business,” 


The Pacific Mutual Life is sending 
Out to agents a copy of the joint com- 
mittee report on the company made by 
the commissioners of several states, in- 
Cluding California. 





A small policy is often the self- 
Starter for a prospect which marks the 
beginning of a life insurance estate, 
Says the Manhattan Life. 
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What New England 
Men Think of Foster 


WITH THAT COMPANY 44 YEARS 





General Agents Commend Administra- 
tion of Company and Send Con- 
gratulations to President 





A. L, Saltzstein, president, and Hor- 
ace Mecklem, secretary of the New 
England Mutual Life’s General Agents’ 
Association, have sent to President Al- 
fred D. Foster, of that Company, a let- 
ter congratulating him on his forty-four 
years of service with that Company, 
and on the completion of his twelfth 
year in the presidency. The letter in 
part follows: 

Your Presidency has been marked by 
wisdom and sound judgment; with the 
result that this period has been by far 
the most progressive and significant in 
the long history of the Company. This 
has been due in large part to one fact: 
The impartial justice that you have 
shown in all relations with your general 
agents. Your uniform fairness has 


been a source of confidence and an un- 
failing inspiration. 


The notable policies of your admin- 
Isiretion, which have proved to be of 
the utmost value to the Company, were: 

First. The discontinuance of the practice of 
exacting a surrender charge on contracts issued 
after January 1, 1908. This was the most radi 
cal step in the history of Life Insurance. Ex 
perience has proved it to have been well 
advised, safe, and of the greatest consequence. 

Second. The adoption of incomparably liberal 
policy contracts adapted to meet every condition 
and contingency in the life of the insured. 


Third. _The patriotic action taken by the 
Company in freely insuring men in war service; 
followed by the return of a large portion of the 
extra premiums paid upon certain policies. 


Fourth. The courage and wisdom in con- 
tinuing the liberal Dividend Scale during this 
trying period, notwithstanding the heavy losses 
incurred through epidemic and war. 


Fifth. The clearness of vision and excellent 
judgment in establishing the permanent loca 
tion of the Home Office by the acquisition of 
additional property. 

The general result of these policies 
is indicated by the growth that the 
Company has made: The year preced- 
ing your election to the presidency, the 
new insurance amounted to $16,000,000; 
while this year it will be fully $100,- 
00,000 more. Insurance then in force 
was $178,000,000; whereas at the close 
ot this year it will be nearly $400,- 
000,000 more. Assets were $44,000,000; 
and this year they will be over $100,- 
000,000. 

In view of all this, we have great 
pleasure in sending you our greetings; 
our congratulations; and the pledge of 
our loyalty to you personally, and to 
the principles that have given prestige 
to the grand old institution to which 
you and we are devoting our lives. 


TRAVELERS HONOR LIST 

The Travelers has mailed to its rep- 
resentatives the honor list of leaders 
for production in that company for 1919, 
In the division “Leaders in first year 
life insurance premiums paid, personal 
production only,” five New York City 
representatives head the list in the 
order named: Perez F. Huff, G. H. 8. 
Rowe, E. M. Bressler, H. L. Kolman 
and Mayer Angstreich. In the division, 
“leading general and district agencies,” 
three New York offices head the list in 
the order named: P. F. Huff, Herman 
Robinson and J. D. Bookstaver. In the 
division, “leading personal producers,” 
two New York City agents head the list 
ranking P. F. Huff and G. H. S. Rowe. 
MELLOR PHILADELPHIA BRANCH 

A branch office of the Sigourney Mel- 
lor Agency of 149 Broadway, Mutual 
Benefit, has been opened in Philadel- 
phia, with Phil Lee in charge. 





WAR RISK PREMIUMS 
The premiums paid by service men 
total about $300,000,000. More than 
$1,000,000 has been allowed in insur- 
ance claims, 
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Popular Fallacies Of 
Income Insurance 





IT IS NOT HARDER TO SELL 





Five Other Arguments Answered; 
Pecuniary Advantage to Agent; 
Appropriate for Poor Men 





Some popular fallacies about income 
insurance are answered by the Equit- 
able Life Insurance in a May issue of 
“Agency Items.” That Society sizes up 
the situation thus: 

1. That it is harder to sell than other 
kinds of insurance. 

The contrary is true. Income insur- 
ance is the easiest to sell for family 
protection. 

This is because it is the best kind of 
insurance with which to arrest atten- 
tion and awaken interest. And as it is 
the best kind for family protection it 
will always make the strongest appeal. 

It is true that the agent who has only 
sold other kinds of insurance may at 
first think it harder to sell, but this will 
ouly be because he needs a little prac- 
tice, 

2. That it is more expensive than in- 
surance payable in one sum. 

The premium on income insurance is 
the same for the same amount and kind 
payable in one sum. 

Practically the beneficiary gets more 
under an income policy because of the 
interest paid. Few people invest small 
sums at interest. In cases, moreover, 
where the beneficiary lives for more 
than twenty years the return is much 
larger. 

3. That only large income policies are 
desirable. 

No beneficiary has ever been found 
who despised the monthly return from 
a small income policy. 

A small fixed income in addition to 
other resources is always welcome. 

“Pin money” is attractive. 

Get your client to let you schedule 
the policies he carries in other com- 
panies and get him to put them on the 
income basis. Then supplement that 
income by an Equitable Income Policy. 

A new client who takes a small in- 
come policy may be induced to form the 
insuring habit and add additional in- 
come policies from time to time. 

Christmas and Birthday present in- 
come policies are most attractive. 

4. That income insurance is not ap- 
propriate for poor men. 

Even the man of slender means, after 
taking a small policy payable in one 
sum to meet immediate needs, will act 
wisely if he takes the rest of his in- 
surance on the income plan. 

The small shopkeeper, the small 
farmer, the mechanic, and the laboring 
man should leave some cash, but his 
family must continue to work, and a 
fixed income of a few dollars a month 
is better than one or two thousand dol- 
lars that may be quickly wasted. 

5. That the agent gains nothing by 
selling income insurance in preference 
to insurance payable in one sum. 

This is a most pernicious fallacy. The 
pecuniary advantage to the agent who 
sells income insurance is very great. 

The reasons for this are obvious. As 
soon as the agent learns how to sell in- 
come insurance he can sell as many pol- 
icies with no more effort, and with the 
same expenditure of time, that he would 
spend in selling insurance payable in 
one sum. But the average size of each 
income policy would be double the size 
of the average policy payable in one 
sum. Statistics prove this. Consequent- 
ly, the agent will earn nearly twice as 
much money on the income policies 
sold as he will earn on the same num- 
ber of policies payable in one sum. 

6. That there is no advantage in of- 
fering an income policy, since the in- 
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sured can convert any policy into an in- 
come contract by restricting the Ben- 
eficiary to Option 3, and inserting the 
spendthrift clause, 

This may be true theoretically. Prac- 
tically it is not. 

You can sell a Convertible policy and 
put it on the income basis. And you 
should always have this form in mind 
to offer to procrastinators, or in cases 
where the income policy does not ap- 
peal, But the advantage of always of- 
fering an income policy in the first in- 
stance is that by merely explaining it 
the prospect learns without any argu- 
ment or persuasion that he really wants 
much more insuranc: than he supposed. 
If a man needs $50,000, you may be 
lucky to persuade him to take $5,000 or 
$10,000 payable in one sum. But if you 
begin by advising him to provide a 
monthly income of several hundred dol- 
lars, it will become self-evident to him 
that he had better take a very much 
larger policy than he would have 


thought of taking if you had simply of- 
fered insurance payable in one sum, 


How Far Should State 
Go in Qualification? 


DEFINITION 





AGENCY LICENSE 





Texas Banker and Former Insurance 
Commissioner Thinks Insurance 
Department Best Judge of Men 





George Waverly Briggs, vice-presi- 
dent of the City National Bank of Dal- 
las, and former insurance commissioner 
of Texas, in an address delivered to the 
annual agency convention of the San 
Jacinto Life at Beaumont, Tex., said 
that in his opinion there should be no 
attempt to write the qualifications of 
insurance agents into the law but that 
the insurance department has the right 
and should exercise the power of de- 
fining the qualifications and regulating 
the conduct of agents. Insurance is 
less of a private or corporate business 












Educational Certificates are now 


being awarded by 


The Connecticut Mutual Life 


Insurance Company 


to those of its Field Force who 
have passed satisfactory exami- 
nations on its Educational Course 


which is designed to promote 


“Professional Public Service” 











than a public utility, he said. The vo 
cation of the agent, even to the stand- 
ard of personal deportment to which 
license should be required to adhere, 
fulls logically within the purview of 
the regulatory powers of the state. 
Continuing he said: 

“Convinced of the rectitude of State 
control of the business, the first issue 
arises from the. question of the charac- 
ter and scope of its supervision. To 
my mind, regulation to prove effective, 
should be two-fold in purpose. It 
should primarily require certain ante- 
cedent qualifications of the applicant 
seeking a license to pursue the voca- 
tion, and, secondarily, it should exact 
of the licensed agent a strict obedience 
to fixed standards of personal deport- 
ment and commercial conduct. Texas 
has wellnigh neglected the first con- 
sideration of this formula and has 
authorized the issuance of agents’ li- 
censes, indiscriminately, to persons of 
good personal report. Character, of 
course, is essential; it should be the 
basic consideration for any public trust; 
but character alone is not, in my opin- 
ion, a sufficient warrant for giving the 
State’s credentials to a man or a woman 
to follow a profession so fraught with 
potential harm to the public if the prac- 
titioner be not adequately equipped for 
his responsibilities. 

“Upon the second element of this 
ccncept of proper supervision, the 
State has raised the superstructure of 
a very efficient code. Once an agent is 
licensed he is hedged about by restric- 
tive laws, the enforcement of which 
makes for the elevation of the business 
and the security of the public in its 
faith in the institution of insurance. 
With the adoption of a few important 
amendments, notably measures defining 
the vocation of an agent so as to ex- 
clude from its pursuit the one-risk man 
and the trifler at the business, and for- 
bidding a licensed agent for any pur 
pose to speak in derogation or dispar- 
agement of a competitive company or 
its policies—with the adoption of such 
amendments, the laws relating to the 
transaction of the business of insurance 
agent would perhaps suffice. 

“So in Texas, as I regard the situation, 
our problem begins, and virtually ends 
with the selection of men and women 
qualified to receive for the first time, 
the State’s certificate of authority to 
write insurance, 

“Now to this end, how should we pro- 
ceed? Further than to generalize on 
two important points, and fully to em- 
power the commissioner of insurance 
to enforce the resulting policies of ad- 
ministration, I do not believe we 
should attempt to write the qualifica- 
tions of agents into law. 

“So, my suggestion for your consid- 
eration, is that you seek your remedy 
under a legislative declaration confined 
to an expression of the State’s general 
policy respecting lawful and beneficial 
limitations upon the pursuit of the vo- 
cation of insurance agent. This would 
call for a very brief law setting forth— 
first, the commissioner’s authorization 
to issue licenses to persons qualifying 
for the work; and, second, who intend 
in good faith to pursue it as a vocation. 
The law should provide—third, that the 
cemmissioner is empowered to prescribe 
such test of the applicants’ qualifica- 
tions and the good faith of their inten- 
tion as his discretion may suggest, and 
fourth, that he has full authority (sub- 
ject, of course, as are all his acts, to 
the review of the courts) to enforce his 
requirements by withholding, condi- 
tionally granting or revoking the li- 
censes sought. 

“Here, insofar as specific legislation 
is concerned, I believe that I would 
stop. We would find in this simple 
measure if not the letter, something of 
far greater value, namely the spirit, 
of a qualification law that would not 
wither the flower of an exalted calling, 
but on the contrary would breathe new 
life into it and adorn it with more glori- 
ous blossoms of efficient service. 

“This, of course, would confront the 
commissioner squarely and inescapably 
with an intricate duty. But it is one 
that he should conscientiously perform 
—one which the State has the unques- 
tioned right to impose upon him, Once 
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Founded 1865 


The Provident Life and Trust Company 
OF PHILADELPHIA 


Pennsylvania 


The Long Endowment of the Provident is peculiarly 
adapted for the creation of a cash fund to meet Estate Taxes. 
The interest on the proceeds after maturity swells the in- 
sured’s income until death, when the cash is immediately 
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assumed, its fulfillment would become 
a matter of lessening difficulty. The 
trial would come but once—in the first 
application of the principles of the law 
to the situation as it now exists and the 
progressive modification of the result- 
ing regulations until they should be- 
come suited to their lofty purpose and 
are robbed of such injustice as experi- 
ment is apt to cause. 

“The rest of the task, it seems to me, 
will depend entirely for its fruition 
upon the close and constant co-opera- 
tion of the insurance interests with the 
department responsible for their super- 
vision. This course soon will engender 
an enlightened public opinion under the 
force of which no good end will fail. 

“Just what the qualifications of an 
agent should be is a problem too com- 
plicated for a single mind to solve; too 
varied and perhaps too variable for set- 
tlement within a brief period of time. 
It is best determined by processes of 
evolution, responding alone to the dic- 
tates of experience and the wise use of 
the power of the State and the persua- 
sion of the trained and skillful intel- 
lects composing the more substantial 
body of insurance agents. To this end 
we should incessantly preach the doc- 
trine that the selling of insurance 
should be business-like, scientific and 
dignified and that its ideal is ap- 
proached as we rid the field of ignor- 
ance, incompetency and listless inter- 
est in its welfare. To come eventually 
to the time when it is a profession, 
marked not alone by the highest pre- 
cepts of professional ethics, but as well 
by the universal example of its ex- 
ponents, is to accomplish, in the in- 
terest of the public weal, an undertak- 
ing of scarcely less importance than 
the result of our efforts to maintain by 
rigid laws and regulations and a proper 
sense of business responsibility, the in- 
tegrity of our reserves and the financial 
vigor and strength of the institution 
of insurance which they denote. We 
are Jiving in an age of specialists and 
all business of more than ordinary mag- 
nitude, and particularly of more than 
ordinary public responsibility, requires 
their services for its maximum develop- 
ment. Hence the ultimate, the final, 
ohject should be the acquisition of ex- 
perts in every line of insurance—men 
and women trained carefully in the 
technique of its usages and familiar 
With all means of applying its benefits 

to the end that the greatest good may 


More Comments On 
War Risk “Twisting” 


STATEMENTS TO 





THIS PAPER 





Charles G. Monser, Buffalo, and Charles 
J. Edwards, Brooklyn, Give Their 
Views on Important Topic 





Further comments ‘received by this 
paper on what constitutes “twisting” of 
war risk insurance follow: 

As Seen in Buffalo 

Charles G. Monser, of Johnston & 
Monser, of the Mutual Benefit, dis- 
cussed the subject frankly, saying: 

“We instruct all of our insurance 
salesmen that under no circumstances 
are they to engage in what is known as 
twisting of war risk insurance. All of 
our older saiesmen are on a very highly 
professional basis and do not come in 
contact with that class of insurance at 
all. Practically all of our men in this 
organization are members of the Life 
Underwriters’ Association. I believe 
that if any of our men in the country 
districts should come in contact with 
former service men that they undoubt- 
edly would advise them to keep up their 
war risk insurance, but I think the 
salesman would be very foolish if his 
prospect insists upon buying life insur- 
ance in the Mutual Benefit if he refused 
to write him. 

“To my way of thinking, the ‘twister’ 
is a man who twists. That is, by mis- 
representation induces a policyholder to 
drop the insurance he is already carry- 
ing in order that he may write him in 
the company that he, the salesman, rep- 
resents, in order to earn his commis- 
sion. Ever since I have been engaged 
in field work, I have always taken the 
attitude that no man can afford to drop 
his. policy in any company in 
order to purchase one in a new 
or different company. In these 
times I should think that a general ag- 
ent of any company would be very 
foolish and certainly lacking in the 
qualities that should go to make up a 


flow from its beneficences, All this, I 
helieve may come if we but strive with 
diligence and above all with patience, 
for its consummation,” 


general agent if he bothered with the 
business of any company whether it be 
war risk insurance or not. The oppor- 
tunities for writing insurance on big 
business men, to cover trust funds, in- 
heritance taxes, and corporation insur 
ance are so great that he certainly is 
missing a wonderful opportunity if he 
is bothering with smaller stuff. We, in 
common with a great many other ag- 
encies, are doing the business around 
one-half million dollars a week and do 
not have the time to bother our heads 
about anybody else’s business. 


“You appreciate this is a subject that 
I do not care to go into too thoroughly 
for I fear I may be misinterpreted, but I 
have tried to reply to the spirit of your 
letter and tell you how we view the 
situation in this agency. The fact of 
the matter is we are not bothering our 
heads about it.” 


Edwards Talks Right from the Shoulder 


Asked for his views as to what con- 
stitutes war risk insurance twisting 
Charles Jerome Edwards, manager of 
the Equitable at 204 Montague Street, 
Brooklyn, said: 

“There is only one answer to this 
question; it is immaterial what Mr 
Allen, of Baltimore, or Mr. Smith, of 
Somewhere, may think about it, or 
what excuse they may have: there is a 
broader service and a bigger principle 
involved in this W.R.1. than the mere 
question of convincing one’s self that 
after all the best thing for the soldier 
boy is to get in a regular company with 
the attention, service, etc., which a com 
pany gives that the Government doesn't 

“This is more or less Tommy-rot and 
is an excuse rather than a fact; it is 
the human inclination to find some jus 
tification for doing the thing which is 
contrary to the generally accepted idea 
of what should be done. 

“Heaven knows there is life insurance 
enough to be written throughout the 
business and professional circles with 
out poaching on the W.R.I. All this talk 
about the soldier insisting that he 
would rather have insurance in a com 
pany than with the Government is large- 
ly over-drawn, if not fictitious. 

“Tt is immaterial, even if the Govern 
ment policy is lapsed; it can be re. 
stored, and it is the duty of every life 
insurance agent to exert himself along 


the line of securing the restoration of 
any such lapsed policy, within ‘its Nmi- 
tations. 

“IT have had numerous instances per- 
sonally of my friends who have actual- 
ly made application to have the W. R. 
I. re-written. One of these was the 
vice-president of a trust company; an- 
other one the vice-president of a title 
company; another one of our examiners 
on Long Island. Each of these men 
have asked me to write insurance for 
their sons in place of the W. R. I. and 
in each of these instances, and in many, 
many more, I have specifically advised 
them to continue the insurance, or to re- 
store it. 

“I have pointed out that there were 
certain advantages in the Government 
insurance; that it represented a senti 
ment and an award which could not go 
with any company insurance. 

“T shall persist in this line even if it 
does lose me a few hundred dollars in 
commissions. Some life insurance ag- 
ents may overlook the fact that service 
is the chiefest asset we can have. There 
isn’t one agent in one hundred, or prob 
ably a thousand, that is following the 
method of thinking only of his im 
mediate profit and pocket who will make 
a permanent success. He may get on 
for a while, but he will run dry and fall 
of actual success.” 


$8,400,000 LOAN 

The Prudential Life Insurance Com- 
pany has made a loan of $8,400,000 to 
the 195 Broadway Corporation, repre 
senting the American Telephone and 
Telegraph Company, to cover the erec 
tion of the proposed addition to the 
telephone building over the remainder 
of the block front on the east side of 
Broadway, from Fulton to Dey Streets 

The loan, one of the largest ever 
nlaced in this city, is for five vears at 
6 per cent. The proposed addition will 
be as high as the existing structures 
twenty-six stories. 





MILAIR AGENCY MANAGER 

James A. Edgar, Jr., former manager 
of agencies of the George Washington 
Life, has resigned to take up a differ- 
ent line of work in Washington, D. C. 
Mrnest C. Milair, vice-president and see 
retary, has taken direct charge of the 
agency work of the company 





enthusiastic advertisers. 





During 1919 the representatives of the Massachusetts Mutual deliv- 
ered policies aggregating $131,103,768—an increase of more than 100% 
over the amount delivered in 1918. Of this over 35% was upon the lives 
of persons already insured in the Company. 
premium-paying insurance in foree was surrendered and only slightly 
more than 1% was allowed to lapse. 
that the faithful and efficient service of the Massachusetts Mutual is 
appreciated by its policyholders, who are its staunchest friends and most 


The Best Evidence of Efficient Service 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
Incorporated 1851 


Less than 1% of the total 


There could be no better evidence 
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Experience of Men 
Advanced By N. Y. Life 


PIERSON’S WIDE ACQUAINTANCE 





New Secretary Well-known Through- 
out Country; Howard Handled 
Corporation Advertising 


The recent promotions by the New 
York Life at the Home Office embrace 
men well known throughout the field. 

Wilbur Pierson, elected secretary, has 
spent his entire business life in the 
New York Life organization. He be- 
gan in the actuary’s department in 1884, 
later becoming superintendent of that 
department, and since January, 1911, he 
has been an assistant secretary. He 
not only has a wide acquaintance among 
the field force, but has had considerable 
experience with legislative and insur- 
ance department problems. The other 


two secretaries are Seymour M. Bal- 
lard and Frederick M. Corse. 
Grenville Howard, field editor, has 


WILBUR PIERSON 


had the lucky combination of a news- 
paper, advertising and selling experi- 
ence. One of the cleverest literary men 
in the insurance business he is a grad- 
uate of the University of Vermont and 
editor of the 


at one time was night 
Burlington~“Free Press.” He learned 
a lot about dealing with men when 


private secretary to Nelson Morris, 
famous Chicago packer. He became 
chief clerk of the Central Union Tele- 
phone Company, Chicago, in 1897; then 
head of the canvassing department of 
the Long Distance Telephone Company 
in the West; and in 1906 was made ad- 
vertising manager of the National Cash 
Register Company. He came to the 
editorial department of the New York 
Life in 1901, 


Harold Polagano, elected treasurer, 
has never had any business experience 
outside of the New York Life, as he 
began in the call room of that company 
when very young. Transferred to the 
treasury department he was made as- 
sistant treasurer in 1919. He is thor- 
oughly equipped to fill the great office. 

Among the men promoted are four 
new assistant treasurers. They are 
Walton P. Kingsley, William Cheney, 
George A. Newkirk and Frederick M. 
Jchnson, 


Mr. Kingsley is a graduate of the 
University of Vermont; worked in a 
New York bank until 1912; joined the 
New York Life’s municipal bond de- 
partment; became manager of the resi- 
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Working with William N. Compton and the John 
Hancock Mutual Life Insurance Coinpany in New 
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dential loans department; entered the 
army service; returned to go in the 
death claims department. 

Frederick M. Johnson is a Yale grad- 











came to the New York Life in 


vate; 
1893 in the comptroller’s department; 
was transferred in 1898 to the Treasury 


department; and then made premium 
cashier. George A. Newkirk, began as 
an office boy in the call room; was 
transferred to the cashier’s depart- 
ment; then to the treasury department. 
William Cheney, who is ill, has been 
with the Company since 1884. 


Of the new assistant secretaries 
Harry S. Ford began as cashier of the 
Nebraska branch; then became an ag- 
eucy director in Chicago; then record- 
er in the agency department, and later 
in charge of all clerical forces in all 
domestic branch offices. reorge M. 
Brasier began as clerk in the Home 
Office in 1885; was made superintendent 
of the renewing department; then re- 
corder, and has had supervision of 
lapses and matters relating to foreign 
branch offices in Latin and Central 
America, Mexico, South America, Aus 
tralasia and Japan, reporting to the 
Home Office direct. William F. Rohlfts 
began as clerk in the medical depart- 
ment; became junior member of the 
classification committee; went into the 
actuary’s department and into the office 
of the second vice-president; and then 
became chairman of the classification 
committee. In his thirty years of serv- 
ice he has been in a position to study 
the valuation of risks from all angles. 


Four medical supervisors and mem- 
bers of the medical board have been 
made assistant medical directors, The 





present staff of medical directors con- 
sists of Doctors A. B. Hobbs, Paul E. 
Tiemann, Calvin L. Harrison, James H. 
North and Robert A. Fraser. 


who is a salesman, as a 
representative of a strong 
mutual company— 
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THE BERKSHIRE LIFE INSURANCE CO. 


OF PITTSFIELD, MASS. 
Incorporated 1851 


W. D. WYMAN, President 
A purely mutual Company, issuing all desirable forms of life insurance. 
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Life Insurance Taxation 





By EDWARD W. HILLWEG 


A large number of companies, which 
are interested in securing a reduction 
of taxation for the benefit of their pol- 
icvholders, are telling them of the in- 
justice of state and federal laws which 
compel companies to act as collectors 
to mulect their policyholders for carry- 
ing legal reserve insurance for the pro- 
tection of their dependents. 

The New York Life is doing so 
through advertisements in daily papers; 
the Union Central by a pertinent para- 
graph in its annual statement; others 
are inclosing bulletins or notices with 
premium notices and correspondence 
to their policyholders. With very few 
exceptions, company officials agree that 
state taxes should be reduced to an 
amount sufficient only to pay the actual 
expenses of the life department of the 
State’s Insurance Department, and that 
there should be no federal tax. 

Several company officials and an offi- 
cial of the Association of Life Insur- 
ance Presidents, while admitting the 
iniustice of the present taxes upon life 
insurance policyholders, express the 
opinion that the present is not an op- 
portune time to take up this important 
matter, but do not give any good reason 
why, nor state when, in their opinion, 
would be the proper time to do so. 

NOW is the time to right a great 
wrong. Unless immediate action is 
taken, it is more than likely that the 
servants of the people, wno make our 
laws, When considering ways and means 
to increase taxes to meet increasing 
wants and needs, will decide that the 
easiest and most fertile source from 
which to obtain any amount of funds 
desired is life insurance companies, 
which, by their long continued acquies- 
cence, have ipso facto approved that 
system of picking the pockets of their 
policyholders, 

The only way to obtain relief is by 
emending existing laws. The only way 
to have amendments enacted is to have 
the people, who elect the men who 
make our laws, tell their present and 
future public servants that it must he 
done. The only way to have the people 
do so is for the life insurance companies 
te inform their policyholders that they, 
not the company, pay the tax, and that 
taxes on life insurance premiums are 
unjust, unreasonable, un-American, and 
that the United States is the only coun- 
try in the world that taxes life insur- 
ance, “Are we men and suffer such 
dishonor’—men who fear to instruct 
our state and national legislators that 
we will not longer tolerate such rank 
injustice? Tell the people to tell their 
hired men to do better work or they 
will be ignominiously discharged. AND 
DO IT NOW! 

A new, valuable, unthought of, and 
strong army is now enlisting the cam- 
paign against unjust taxation—the 
WOMEN. God bless them—millions 
strong! Women are vitally and di- 
rectly interested. Alice Lakey, editor 
and publisher of “Insurance,” New 
York City, to whose work is largely 
due the enactment in 1906 of our Pure 
Food Law, delivered an address at the 
annual meeting of the New Jersey 
State Federation of Women’s Clubs, at 
Asbury Park, on May 14 on this im- 
portant subject. As a result, a com- 
mittee, of which Miss Lakey was made 
the chairwoman, was appointed to study 
the facts and report recommendations 
for further action. Miss Lakey will al- 
80 address the Biennial Convention of 
the General Federation of Women’s 
Ciubs, which meets in Des Moines 
June 16-23. There will be in attendance 
delegates from about 9,000 clubs rep- 
resenting more than two million clear 
thinking women. Miss Lakey states, “I 
believe that the time is here to arouse 
the women. I know that pressure can 
be brought to bear on the suffrage sec- 
tion, which would materially affect the 
vote in certain states.” Imagine two 
million women writing, talking and 
voting for men who will agree to favor 


a reduction of taxes on life insurance 
or against men who will not! 

The National Chairman of one of our 
two great political parties has agreed 
to present this matter to the Commit- 
tee on Resolutions at the National Con- 
vention to be held next month, and to 
recommend that a plank favoring a re- 
duction of taxation on life insurance 
be written into the platform. 

“Now is the time for all good” com- 
panies to advise their policyholders to 
co-operate in amending state and an- 
nulling federal laws relative to taxation 
on life insurance. Don’t be a slacker! 





LEWIN’S LUCK 

Charlie Lewin, ‘of the Home Office 
Agency, had a good case on the string 
for $100,000, but his man died suddenly 
the morning of the day set for the med- 
ical examination. This party—a promi- 
nent banker—had been talking about 
taking out this insurance for quite a 
long time, but—like many another—he 
put it off a little too long. This is about 
the ’steenth time Charlie has been 
fooled out of a fat commission by the 
grim reaper in the last two years— 
and, incidentally, the Company has 
been saved a_ loss.—Pacific Mutual 
News. 

ENDORSE BLANKS REPORT 

At a meeting of the executive com- 
mittee of the insuraace commissioners 
held at the Astor this week the report 
of the committee on blanks was ap- 
proved; and it ‘will be printed and sen, 
to the public in about a fortnight. 

The date for the Los Aprgeles con- 
vention was not decided, I+ will prob- 
ably be the first week in September 
NEW DIRECTOR WAS IN CABINET 

Franklin K. Lane, former secretary of 
the interior, has been elected a director 
of the Metropolitan Life. 





ELECT MOONEY PRESIDENT 

J. J. Mooney has been elected presi- 
dent of the Michigan Mutual Life. 
R. P. Williams has been elected first 
vice-president and J. F. Williams sec- 
ond vice-president. 

Selling life insurance is just as big 
a business as the individual agent 
makes it by his own efforts, says the 
Manhattan Life. 





PURELY MUTUAL CHARTERED 1857 


THE 


Northwestern Mutual Life Insurance Co. 
MILWAUKEE, WISCONSIN 


WM. D. VAN DYKE, President 


INSURANCE IN FORCE, $1,680,936,546 


SATISFIED POLICYHOLDERS each year apply for over 85% of the 
new insurance issued 


POLICIES MOST FLEXIBLE AND EASY TO SELL 
Complete Agency Protection: 
Enforced Anti-Rebate and No-Brokerage Rules 


Investigate GEO. E. COPELAND, 
before selecting your Supt. of Agencies, 
Company Milwaukee, Wis. 











IN THE CENTER OF THE U. S. A. 


is located a big, vigorous, and growing 
institution of Life Insurance. 








Our geographical location enables us to 
render exceptional service to our policy- 
holders and field force. 


Over $220,000,000 of insurance in force. 





Investigate for yourself. 


Missouri State Life Insurance Company 
M. E. SINGLETON, President 


St. Louis, Missouri 

















HOME LIF E 


INSURANCE CO._ 


(Purely Mutual) 
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The 60th Annual statement | 

shows admitted assets of 
$37,780,735 and the Insur- 
ance in Force $185,755,819, 
a gain for the year 1919 of 
over $27,000,000. The Insur- 
ance effected during the year 
was over $40,000,000, or 63% 
more than in the previous 
year. The amount paid to 
policyholders during the year 
was over $4,388,000. 


For Agency apply to 


GEORGE W. MURRAY, 
Supt. of Agents. 


256 Broadway, New York, N. Y. 



































CO-OPERATION No. 23 
FULL MEASURE OF 
agency co-operation 

with qualified representa- 

tives is responsible in part 

for these 1919 results as 

compared with 1914. | 
Decrease in number of 

licensed agents .. 70% 
Increase in new _  busi- 

ness paidfor .. . 17 
Increase in number of 

representatives who paid for 

$3,000 or more in new pre- 
miums me « =e ae 





Phoenix Mutual Life Insurance Company 


of Hartford, Conn. 


JOHN M. HOLCOMBE, President 
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Says Insurance Is 
Not “Bought Or Sold” 


NOT ON A COMMERCIAL PLANE 








Writer in Publication of Southland 
Life Brings Out Some Pertinent 
Facts 


A writer in “The Southland,” the 
Home Office publication of the South- 
land Life says that many insurance 
agents have not a clear knowledge of 
insurance salesmanship; in fact, they 
over-emphasize the word “salesman- 
ship.” It is this writer’s opinion that 
insurance is not “bought or sold.” The 


article follows: 

“The man who tells you that life in- 
surance costs too much makes an un- 
conscious appeal to the sympathy of 
every thoughtful, earnest life insur- 
ance worker. This belief has deterred 
ruultiplied thousands from making the 
only provision possible for immediate 
cash at the time that it will be of most 
benefit to their families. For this mis- 
conception of the basic principles of 
life insurance, company managers and 
company agents are wholly responsi- 
ble, except to the extent that the insur- 
ance press and pamphieteers, have 
helped them in their efforts at misedu- 
cation, by searing into the mind of the 
public the conviction that life insur- 
ance was a commodity. 

“‘How to Sell Life Insurance’; ‘Life 
Insurance Salesmanship’; ‘School of 
Sulesmanship for Life Agents’; and 
similar head lines and title page an- 
nouncements, have for years been din- 
ning it into the public mind that life 
insurance was sold, and that the best 
agent was simply the most expert sales- 
man. If an agent is a salesman, then 
the policyholder buys nis policy. If, 
when buying a policy, he is required to 
pay a ‘premium’ in advance, and to 
pay annual ‘premiums’ thereafter, he 
knows that it is costing him money, 
and if it is costing him money, then 
life insurance is an expense, 

“And this conclusion is arrived at 
logically, by the layman who has ac- 
cepted in their true sense the terms 
and phrases in common use by those 
who control the business, and by those 
who are working supposedly in its in- 
terest. The simple truth about life 
insurance, when made clear, presents 
a picture wholly different from that of 
bargain and sale, and nothing but the 
unfortunate misuse of terms could have 
erected this particular stumbling block 
in the pathway of the life insurance 
sclicitor. 

“Life insurance is a system of saving 
and distribution, the most scientific 
yet devised by civilized man. It stands 
pre-eminently first, of all the possible 
provisions for the preservation of es- 
tates, and the protection of women 
and children against the wolf of hun- 
ger, and against the human wolves who 
would despoil them of their possessions. 
It provides the only safe, certain and 
definite income for life to the wife and 
daughters, and this specific, definite 
income may be passed on to members 
ot the second generation, if the policy- 
holder so desires. This would be 
enough to say in its advocacy to give 
it first place in the mind of every pru- 
dent, thoughtful, home-loving man. 
And yet it has other uses—uses that 
bring direct benefit to him whose life 
is insured.- 

“And life insurance is neither bought 
nér sold. Nor is a life insurance agent 
a ‘salesman’, Let’s get these erroneous 
ideas out of our minds now, and cease 
using the terms. Life insurance is ap- 
plied for by the applicant and granted 
by the company. And the agent solicits 
the application and the initial deposit. 
He hasn’t anything to sell, any more 
than has a clerk in a savings bank. He 
cannot assure the applicant that the 
deposit will be accepted, and a policy 
issued on his life. He helps the appli- 


cant by preparing his application, and 


endorsing his fitness for association 
with the company as a_ policyholder, 
by signing the application with him. 

“And the agent who is best serving 
the company and the insured, makes 
clear the difference between buying 
something and being admitted to mem- 
bership as a policyholder. ‘From this 
date you are one of the great body of 
policyholders. You make deposits with 
the company annually. The sum of 
your insurance was placed to the credit 
of your wife on the day that your policy 
was issued. When your policy becomes 
a claim, be that time tomorrow or next 
year, or a dozen or more years later, 
all that you have deposited with the 
company, and enough more to make the 
face of the policy, will be paid to her, 
just as the policy provides, Simple, 
isn’t it? And that’s all the mystery 
there is about your policy and your 
association with the company. Life in- 
surance cost? There isn’t any. Your 
deposits have been saved to the use of 
your family and supplemented with 
company funds.’ 

“This quoted statement, or some- 
thing near akin to it, when you have 
delivered the policy, will leave you 
closer to the policyholder, and the 
closer you are to him in friendly feel- 
ing, the more effective will be your 
further work in his community.” 





REPRESENTING AETNA 





Howard Wolf and Arthur A. Hansen 
Form Firm to Act As Special 
Agents 





Howard Wolf and Arthur A. Hansen 
are to act as special agents for the 
Aetna Life and affiliated companies, 
beginning June 15. They will operate 
as Wolf & Hansen with headquarters 
at 100 William Street. 

Mr. Wolf has been with the Aetna 
for some six years and was also with 
the Maryland Casualty for a short time. 
His partner, Mr. Hansen, was with the 
Globe & Rutgers for two years and with 
the Aetna for two and one half years. 
Both men are young and energetic and 
have been working up a considerable 
business in all casualty lines, but they 
have not up to now given all their time 
to it, as both have been holding sal- 
aried positions with the Aetna. 





GUARDIAN APPOINTMENTS 

The Guardian Life announces the fol- 
lowing appointments: Geo. W. Cannon, 
formerly manager at Davenport, as 
manager at Portland, Oregon. 

Clarence A. Lay succeeds Mr. Can- 
ron as manager at Davenport. Mr. Lay 
has been associated with the Davenport 
Agency, and his promotion comes as a 
recognition of successful work. 

The Hugh L. White Agency, with 
offices at Knoxville, and Johnson City, 
Tenn., have been appointed managers 
for Eastern Tennessee. 





ON ACTUARIAL COUNCIL 

At the recent meeting of the Actuar- 
ial Society of America the following 
were elected to the Council of the So- 
clety: Messrs. Gibb, Penn Mutual; 
Murphy, Equitable Life Assurance So- 
ciety; A. B. Wood, Sun Life of Canada; 
William Young, New York Life, and 
Maclean, Massachusetts Mutual. 





W. M. BENTON PROMOTED 

Wrayburn M. Benton has been ap- 
pointed agency inspector of the Massa- 
chusetts Mutual Life. He has been 
with the Company for thirteen years. 
You've met the “grum- 
The Grumbler bler”’—he’s not exactly 
a a pessimist but surely a 

Pest pest. He wasn’t always 

that way but like any 

other habit, it grew on him gradually. 
For anything soon becomes a habit that 

one does with frequent repetition. 

Most grumblers are lazy for it re- 
quires work to keep from being one. 
And talking about work—do you ever 
grumble because you have work to do? 
Was there ever a time when you be- 
came more dissatisfied with each bit of 
work you did?—Reliance Life Bulletin. 





NATIONAL LIFE INSURANCE COMPANY 


MONTPELIER, VERMONT 
FRED A. HOWLAND, President 


For Seventy Years 
This 
Strong Mutual Company 
Has Protected The 
Home And Family 





Edward D. Field, Superintendent of Agencies 














The Columbian National Life Insurance Company 


Boston, Massachusetts 
ARTHUR E. CHILDS, President 
LIFE, ACCIDENT, and HEALTH INSURANCE 


Low Guaranteed Rates 











THE UNITED STATES LIFE INSURANCE COMPANY 


IN THE CITY OF NEW YORK 
ORGANIZED 1850 NON-PARTICIPATING POLICIES ONLY 
Over Forty Five Million Dollars Paid to Policyholders 
JOHN P. MUNN, M. D., President 


Good territory open for high class, pe rsonal producers, under direct contr: sts wi 
Address Home Office, 277 Broadway, New York City. ene was Ge Gey 








SECURITY MUTUAL LIFE INSURANCE COMPANY 
Binghamton, N. Y. 


David S. Dickenson, President 





Offers good territory and a liberal 
contract to reliable men of ability. 


For Particulars address 
































HOME LIFE INSURANCE COMPANY of AMERICA 
INCORPORATED 1899 
PROTECTION FOR THE ENTIRE FAMILY 
This Company issues all modern forms of policy contracts from age 3 months 


next birthday to @ years. 
INDUSTRIAL POLICIES are in full immediate benefit from date of issue. 


ORDINARY POLICIES contain a valuable Disability clause and are qguar- 


anteed by State Endorsement. 
GOOD CONTRACTS FOR LIVE AGENTS 


Executive offices No. 506 Walnut St., Philadelphia, Pa. 
BASIL S. WALSH, President JOSEPH L. DURKIN, Secretary JOHN J. GALLAGHER, Treasurer 























$100,000,000- INTERNATIONAL LIFE | 
Smashed world records three ways in 1919. Come 
on in boys while the going is good. Great policies 
and jam up service. - - - Write for contract. 
INTERNATIONAL LIFE OF ST. LOUIS | 























PENNSYLVANIA OPPORTUNITY 


If wou are interested in making a permanent connection with an old well estab- 
lished company with a progressive management and an unequalled dividend record, 
it will be to your interest to investigate our proposition. 


Address, PERMANENT, 








Care of The Eastern Underwriter, 105 William Street, New York City 














920 


1 | 

















Pi ia al 


on Cea 


Ay 


yune 4, 1920 





THE EASTERN 


UNDERWRITER 9 





Great Southern in 
$100,000,000 Class 


EVENT CELEBRATED IN HOUSTON 





President Carlton Organized This Com- 
pany; Agents Proud of His And 
Its Achievements 


Houston, June 1.—The Great South- 
ern Life, of Houston, in celebrating its 
arrival in the Hundred Mi.lion Doltai 
class, in conjunction with the regular 
annual meeting of its $200,000 und $100.- 
000 clubs, had 200 agents from Okla- 
homa, Louisiana, Mississippi and Texas 
as participants in the event. 

L. M. Generes won the presidency of 
the $200,000 club, with a paid-for pro- 
duction of $957,450. F. W. Griffin was 
vice-president with a record $626,659. 
R. H. Oldham became second vice-presi- 
dent on the strength of having paid 
for 165 applications. W. C. Way with 
a record of 143 paid applications was 
made third vice-president. 

The officers of the $100,000 club were 
C. A. Alford, president; E. A. Christian, 
vice-president; Lode Miller, second 
vice-president; and W. A. Babb, third 
vice-president. 

President’s Address 

During his address of welcome Presi- 
dent Carlton said, among other things: 

We have many reasons for congratulating 
ourselves today. We have reached a_ point 
where we are recognized as a Hundred Million 
Dollar Company. Our next annual report will 
show us far beyond that mark We have re 
cently passed through an epidemic of influenza 
that was far more fatal than any war ever 
known. We have emerged with all our death 
claims paid and our surplus increased. Our 
dividend to stockholders, for last year, was the 
largest in the history of the Company, 12 pet 
cent. The policy forms have recently been in 
creased and improved until they seem to be as 
nearly perfect as possible. 

The new business produced in 1920 is beyond 
the wildest dreams of any of us. Every officer 
of the Company is efficient and loyal and is 
working in perfect harmony with the board of 
directors. 

In all of the meetings that have been held 
by the board of directors and the stockholders 
not a dissenting vote has been cast upon any 
proposition. ; 

Early in 1917, when it began to look as 
though this country would soon be mixed up 
in the world war, then in progress in Europe, 
the military and naval hazard was an unknown 
quantity. . 

As we had never been through a war since 
this Company was organized, we had no data 
upon which to base our action. 

In order to protect the safety of all our policy 
holders we stood pat on the provisions of our 
policy contract and collected an extra premi 
um for military and naval service with the un 
derstanding that we would use only the amount 
necessary to cover the war hazard and return 
the balance. 

After the war was over we found that ou 
war losses were not of sufficient volume to ma 
terially affect the mortality already provided 
for. 

All of our war losses were promptly paid 
and the extra premiums collected were re 
turned. 

The greatest thing that ever happened to life 
insurance, as a whole, was the organization 
of the war risk bureau by the Government. It 
has educated the public to the great value ot 
life insurance more thoroughly than the private 
companies could ever hope to do it. IT know 
that some of the returned soldiers have lapsed 
their government policies. I also know that 
no agent of this Company ever has or ever 
will advise such a step. Personally | have been 
in touch with the war risk bureau since its 
inception. I have been in conferences’ in 
Washington and have advised by wire from 
here always approving the idea and always 
boosting the proposition to the best of my abil 
ity. In this connection I will state that my 
two sons carry war risk policies and I will see 
that they keep them in force. ; 

When I look over this gathering I realize 
that many of you have been with me from the 
beginning. 

No company has ever reached the Hundred 
Million mark without having encountered ob 
stacles that seemed, at the time, to be unsur- 
mountable. We have had our nights of dark- 
ness and our days of sunshine. Through them 
all you have been steadfast and true, each one 
contributing his share to the general success 
of the Company. , ; 

Our goal has been obtained without the use 
of high pressure methods. This is proven by 
the fact that our lapse ratio is less than 7 per 
cent., a phenomenal record for a company the 
age and size of the Great Southern. 


An inspirational talk to the agents 
Was made by E. P. Greenwood, vice- 
president. Being a rate book graduate 
himself Mr. Greenwood knows what to 
say and when to say it. 

Medical Director Talks 

Among other things Dr. J. H. Flor- 
ence, medical director, said: 


“Our Company is one of the few who 
allow the agent.to have the papers in 
his possession after the examination is 
made. There is a reason,—in fact, two 
—first, we want you to see that the 
medical examiner has left no questions 
unanswered which always causes a 
week to ten days’ delay; and secondly, 
we trust you. In over twenty years’ 
experience in the life insurance busi- 
ness I have know only one instance 
where an agent changed the doctor’s 
findings. 

“One of the vital things about your 
business is to have your applicant ex- 
amined as soon as possible after writ- 
ing him. If the regular examiner is not 
available, or you are afraid to wait, use 
the next best and write us about it. 
This of course leaves an opening that 
may be taken advantage of, but we will 
look after that, 

“It is not necessary to have more 
than one rate book to sell life insur- 
ance—so don’t pay excess baggage on 
rete books. You can only serve one 
company successfully with credit to 
yourself.” 

Dr. F. B. Combe, of San Antonio, 
whose militant front conceals a million 
smiles, made one of those most enjoy- 
able talks for which he is justly famous. 
Dr. T. B. Fisher, of Dallas, made a 
ciever speech. 

Actuary Talks 

J. C. Cameron, actuary, always 
pleased to meet the field force, said in 
part: 

“As actuary it is my business to see 
that the Company’s rates are adequate 
to meet our claims and expenses and 
in doing so to build up such a reserve 
that this Company will always be abso- 
lutely safe. I am glad to tell you in 
this connection that the Great Southern 
has reserves which are as strong as any 
company in the South or West. You 
have heard from the other officers of 
the amazing progress which this Com- 
pany has made and I know it is a mat- 
ter of pride to you, as it is to me, to 
belong to such an organization. We 
have passed through several trying 
periods, including the depression of 
1915-16, the mortality of the Great War 
and above all the pandemic of influenza. 
We have weathered all of these and 
come out stronger than ever,—the Com- 
pany which is destined to play a large 
part in the upbuilding of this great 
State and the other states in which we 
do business, 

“Gentlemen, let me say again how im- 
pressive it is to me as an inside man 
to meet with the men who are bringing 
in the business. I trust that you will 
gain as much by this meeting as I have 
done personally and that from year to 
year we shall see you all and still oth- 
ers and that the Company will continue 
and increase its truly remarkable prog- 

L. S. Adams, secretary, read a few 
pointed paragraphs. 

Hon. John H. Kirby was the principal 
speaker of the evening. He covered 
patriotism, loyalty and life insurance 
in a most agreeable and instructive 
manner. He was frequently interrupt- 
ed by applause. Dr. M. V. Creagan, of 
Ft. Worth, made a strong plea for more 
co-operation between the agents and 
the examiners. Friday was devoted to 
a pleasure trip to Galveston, A special 
interurban train landed the party at 
Jchn’s Place, on Galveston Island, in 
time for a sea food dinner which lasted 
until after 3 o’clock. The remainder of 
the afternoon was devoted to surf bath- 
ing and other shore amusements. The 
final event of the meeting was an in- 
formal dinner at the Galvez. 

Mrs. Helen C. Carpenter, of Dallas, 
has produced for the Great Southern in 
one year, one million dollars in first 
class business. The Great Southern is 
very proud and affectionately refers to 
her as its “Million Dollar Beauty.” 

President Carlton enjoys the honor 
of having organized a life insurance 
company, personally presided over its 
destinies, and brought it to the One 
Hundred Million Dollar class with as- 
sets of $9,000,000 in ten years. 








THE TRAVELERS 


INSURANCE INDEMNITY 
COMPANY COMPANY 


HARTFORD, CONNECTICUT 
GROUP INSURANCE 


Forward looking employers carry Group Insurance. 
They find it accomplishes all the results claimed for it. 


In 1919 The Travelers wrote more Group insurance 














in the United States than any other company. 
Group, and the multiple forms of insurance pro- 
vided by The Travelers, afford agents and brokers great 
opportunities. 
Moral: Represent The Travelers. 
THE MAN 4x» THE JOB 
omennemae j 


The time which all employees have looked forward to, 
when the job would be hunting the man instead of the man 
hunting the job, has evidently come. If you can do anything 
in the way of producing material or moral values, the job is 
wailing for you—looking for you. Life insurance companies 
have heretofore been in the position of the employee who had 
to hunt his job in order to get the opportunity to do the work 
he was able to do for the benefit of his employer and the com- 
munity at large. Now employers are looking for men and 
men who need life insurance are looking for a life company 
that will insure them. 


This advertisement is therefore printed here to notify the 
public that the New York Life Insurance Company, organized 
under the laws of the State of New York in 1845, is ready to 
do the job for those who need life insurance. The Company 
did the job for over TWO HUNDRED THOUSAND MEN 
AND WOMEN in 1919, but was obliged to turn away over 
FIFTEEN THOUSAND, not because the Company’s facilities 
were not ample, but because they applied too late — they were 
no longer insurable! They wanted protection to the amount 
of SIXTY MILLION DOLLARS, and the Company could not 


furnish a dollar. 


So the Company is printing this notice to the effect that it 
is ready to do the job for healthy men and women, on appli- 
cation. Its facilities are ample, its work has behind it the 
guarantee of seventy-five years of faithful service, a mutual 
organization with a membership of over a million insured 
persons, with ample reserves to meet every contingency. The 
Company has Branch Offices in the principal cities, and 
Agencies in nearly every county. You can easily find one and 
he will do the job—if you haven’t waited too long. 


New York Life Insurance Company 


346 & 348 BROADWAY, NEW YORK, N. Y. 
DARWIN P. KINGSLEY, President 
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LIVE HINTS FOR BUSINESS GETTERS 





Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 














studied a_ great 


We have 
plan of 


The One many systems—the 
Best work followed by successful 
System insurance men in this terri- 
tory and in other territories 
and we have found one that is in- 
fullible--is the greatest working plan 


yet discovered, There is no magic 
about it, no cleverly constructed fig- 
ures, no wonderfully thoughtout phras- 
es, and it doesn’t depend upon a nat- 
ural or acquired ability to draw a vivid 
and appealing word picture, It can be 
used by any “average” man. 

Here's an illustration of what it will 
do: A year ago Gene Thatcher and Pres 
Wright were both “buck” privates in 
France, Neither had ever sold life in- 
surance, neither knew anything about 
lifé insurance selling, and Thatcher 
didn't know two people in Cincinnati. 
Neither the Mutual Benefit, as the rep- 
resentative institution in life insurance, 
nor we, as instructors, could turn them 
into finished insurance salesmen over 
night, so to speak. But with an experi- 
ence in this business of less than six 
months, under the system which we 
have tried to instill into them, and 
which they are using, they have a com- 
bined record of production for March 
ot sixteen applications (fourteen pre- 
paid) for $197,500. 

And here’s the secret system—the 
effective use of one’s time! A man 
who is honest, who believes in himself, 
and in his business, and who will use 
his time effectively, is an assured suc- 
cess in life insurance work. Every man 
in the life insurance business knows 
that there is a rather limited part of 
the day (and evening) during which he 
can get face to face with a possible 
buyer, and try to make a sale, This is 
his productive period—the time he 
turns into money. Any man who is 
planning and preparing or doing any- 
thing other than securing interviews 
between say, nine-thirty and twelve and 
between one-thirty and four-thirty is 
using productive time, time worth a 
great deal of money, to do something 
that could be done during non-proeduc- 
tive peyiods. 

Here’s another actual recent experi- 


ence, One of our “veterans,” an un- 
usually successful life insurance man, 
was complaining about his business. 


We paid careful attention to his move- 
ments for a week thereafter. He 
hadn't left the office a single morning 
by ten-thirty. Of course his production 
was off! It doesn’t matter how great 
one’s knowledge may be, nor how much 
ability he has, he cannot progress with- 
out using his productive time for inter- 
views. 

It is a remarkable fact, too, that the 
veteran rather than the cub needs to 
watch himself as to the use of his time. 

Cincinnati Agency Bulletin of the 
Mutual Benefit Life. 

+ x + 


Four years ago one of the 


Dividends Mutual Life’s policyholders 
Paid For bought a home with divi- 
His Home dends that had been accu- 


mulating for twenty years 
on an Ordinary Life policy. He occu- 
ried the house for two years. In the 
third year he rented it for three months, 
‘and the income paid a year’s premium 
on his policy. In the fourth year he 


rented it for six months, and the in- 
come equaled two annual premiums. 
“The renting was only a minor incident 
of the transaction,” says “Points”. 
“The chief incident was the paying for 
the home through accumulated divi- 
dends. Under our present policies, divi- 
dend additions, steadily growing in 
their aggregate sum from year to year, 
eventually reach a total of impressive 
amount, and their then cash value be- 
comes a resource of gratifying size. 
While their primary purpose is to in- 
crease protection, they nevertheless 
are available for other purposes instead 

to meet an emergency, or to take ad- 
vantage of an opportunity, or to be used 
in place of current income or of other 
accumulations in making a purchase of 
any kind, This house-buying by one of 
our policyholders is an excellent il- 
lustration of the usefulness of dividend 
accretions.” 

* * *@ 


In the Monthly Circu- 

Good Incomes lar for April, 1920, 

But published by the Los 
Little Insurance Angeles lodge of a 
nationally prominent 
fraternal organization, the chairman of 
the membership committee for 1919 re- 
ports that the total annual income of 
1,025 new members admitted was found 
to be $6,527,200, or an average of 
$6,368 per man, 

The next item of interest refers to 
the total amount of life insurance car- 
ried by these new members, which 
amounted to only $5,891,330 or an aver- 
age of less than $6,000 per man. The 
average age is given as 35 years and 
4 months. 

No doubt many of these men are ade- 
quately insured, but in order to bring 
the average down to $6,000 per man, 
there are numbers who must be greatly 
underinsured, Think of men with in- 
comes of over $500 a month carrying 
life insurance which amounts to less 
than one year’s income! 

All of the applicants were examined 
and investigated for physical and moral 
defects before being accepted as mem- 
bers, therefore we can assume that the 
majority are good insurance risks, but 
are they good members for the lodge? 

It seems to us that the lodge which 
accepts as a member a family man who 
is inadequately insured, is bidding for 
a chance to exercise its charitable in- 
clinations later on. Such a “brother” 
may be known as a “good fellow” but 
he is playing a cruel joke on his fam- 
ily —Pacific Mutual News. 


CAPABLE MEN 


Can Always Be 


WELL PLACED 


Much desirable territory is ready for 
Agents who can deliver policies in satis- 
factory volume. Inquiries about localities 
will have careful attention. 


Union Mutual Life 


Insurance Company 
PORTLAND, MAINE 


Address: 
ALBERT E. AWDE, Supt. of Agencies 




















—E 











Southwestern Life Insurance Co. 
Home Office, DALLAS, TEXAS 











American Central Life 


Insurance Company 
INDIANAPOLIS, INDIANA 
Established 1899 
All agency contracts direct with the company 


Address: 


HERBERT M. WOOLLEN, President 

















Organized 1871 | 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 
OLDEST-LARGEST-STRONGEST, Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from $1,000.0¢ to 
$50,000.00, and Industrial Policies from $12.50 to $1,000.00 


CONDITION ON DECEMBER 331, 1919: 








GE Sse cache hiseenteasitriesbinesareeniene [Sheets eRsUMetineevaeebecaen sees 

IR i lettin ies sins audssneshamainaindiecubicdectanienrctc: t ' 18°680,203.62 
Capital and Surplus....... 5a dave dine 550 |S AabeaeeaeambaaamedeKAadaece.s 2 9 12 
i ee cds Vien chiding sew unchendeuseaasanbieRbanssawaceseuse: 176,501 808.00 
ne Ne) MN oo asin < ccinictienknnnhdlen@asondcsenewencssersacoews "851,338.97 
Total Payments to Policyholders since Organization..................... 23,840,173.80 


JOHN G. WALKER, Pres‘dent. 

















Great Southern Life Insurance Company 


HOUSTON, TEXAS 


*aman 


THE catia 
BIG) Fiwonrn? 
TEXAS GREAT 


For Agency Contracts address 


LIFE INSURAMTT 
AUSTIN® AEAUMON 


SAN ANTONIOe >” fe 
*DtLRiO COMPANY.» ry 


O. S. CARLTON 


PRESIDENT 




















37,005 PEOPLE 


wrote to us last year and asked for an illustration of our ‘“ Income for 
Life” at their age. This valuable lead service explains why our 1919 
business showed a gain of 81 per cent. 


The Fidelity operates in 40 states. Full level net premium reserves 
basis. Insurance_in force over $173,000,000. Faithfully serving in- 
surers since 1878. 


A Few Agency Openings for the Right Men 


THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
WALTER LE MAR TALBOT, President 








Are You Permanently Established? 


Write for Territory 
Pennsylvania—Ohio—West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 


PHILADELPHIA 
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When the Dollar 
Goes to Par 


Literature of Continental Life, Wilmington 


World-wide economic conditions offer 
au most remarkable opportunity to the 
investor for the long pull. 

He now has a chance— 

Not only to get the normal return 
from his investment— 

But also, in effect, to 
money, in addition. 

Today’s dollar is a 50 cent dollar, be- 
cause it has only half the buying power 
ii had before the war. 

But the fall in the value of the dollar 
Las probably been checked. The peak 


double his 


of high prices seems to have been 
reached, 
And a fall in prices from now on, 


means a corresponding rise in the real 
value—the buying power—of the dollar. 

Business men know this. All over 
the country, they are slashing prices 
and turning their stocks into cash, be- 
cause they believe the money will buy 
a larger amount of the same goods 
later on. 

The Big Opportunity 

But the real opportunity—the big op- 
portunity—is for the long-pull investor 
who uses his present 50 cent dollars to 
buy dollars payable to him at the end 
of ten years or more. 

Then, as prices fall, the real value of 
his dollars will rise. 

When they reach par, they will have 
doubled in value. The same money 
will then buy twice as much as it will 
now,—two pairs of shoes instead of 
one, 200 acres of farm land instead of 
100, and so on. 

To spend a dollar now is like throw- 
ing half of it away. To save it long 
enough is likely to double its value. 

Therefore, wise men have stopped 
spending their 50 cent dollars. They 
are saving them and using them to buy 
dollars payable to them in the future 
when the present 50 cent dollar is like- 


ly to be worth twice as much in buying 
power. 
Where to Buy Dollars 

One of the best places to buy dollars 
for future delivery, is from a life insur- 
auce company— 

First, because an insurance company 
will sell dollars on the installment 
plan. You can buy as many as you 
like, and pay for them in instalJments 
of from 2 per cent to 10 per cent a year, 
depending on how quickly you want 
them. 

Second, because insurance companies 
are safe. They invest only in the 
safest securities—Liberty Bonds for in- 
stance—and then, in effect, guarantee 
them. If there should be any loss, it 
falls on the company, not on you. 

Third, because insurance protects 
your family and your business until 
you draw the money yourself. And 
as the dollar rises in value, the more 
real protection you have. 

Fourth, because the insurance 
strengthens your credit if you should 
have any occasion to use it. 

Fifth, because life insurance is really 
an emergency fund, almost like cash in 
bank, which you can draw on for any 
purpose at any time after the second 
yearly payment. 

Everything to Gain 

The day for speculation in stocks, 
commodities, and real estate is over 

The day for longpull investment has 
arrived. 

With the present 50 cent dollar on 
its way to par, the man who buys dol- 
lars payable to him in the future has 
nothing to lose and everything to gain. 

He gets the normal return on his in- 
vestment in any event— 

And then, in addition to that, the rise 
in the buying power of the dollar is the 
same thing to him as if he had made 
just that much more in his investment. 

The only question is how large his 
extra gain will be, over and above the 
normal return from his investment. 

And that, in turn, depends largely 
on how many dollars he buys. 
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Commenced Business June 1, 1845 


1920 


IS THE 75th ANNIVERSARY OF OUR 
COMMENCEMENT IN BUSINESS 


From the beginning the first consideration has been to 
furnish absolute protection to policyholders and beneficiaries. 


This practice has resulted in satisfied policyholders — the 
first essential to the agents’ success. 


B. H. WRIGHT, President D. W. CARTER, Secretary 
STEPHEN IRELAND, 
Superintendent of Agencies 

















~ More Than One Million Policies Now In Force 


Only four other life insurance companies in America have more policy contracts 
in force than this Company. A study of the following growth in ten years is invited: 


Jan. 1, 1910 Jan. 1, 1915 Jan. 1, 1920 
Oe ecnthiuidvansssaeenssabenieneriunaee $4,867 ,379 $8,763,566 $18,682,446 
EY Ge SN dan ccuadedbnegeunnsesenteseed 2, 551,969 1,058,956 
SS ee ae 44,780,907 79,619,435 191,495,761 


Attractive opportunities open to agents in Ohio, Indiana, Kentucky, West Virginia, 
Western Pennsylvania, Michigan, Illinois, Missouri, and New York City. 


THE WESTERN AND SOUTHERN LIFE INS. CO. 


W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 
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AID THEIR AGENTS 
AND 


PLEASE THEIR POLICYHOLDERS 
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This newspaper is owned and is pub- 
lished The Eastern 
Underwriter Company, a New York cor- 
poration, office and place of business 
Street, New York City. 
Clarence Axman, President and Editor; 
W. L. Hadley, Secretary and Business 

W. E. 
The address of the officers ts 
Telephone 


euvcry Friday by 


105 William 


Manager; Schram, Assocwute 


Editor. 
the office of this newspaper. 
2407 John. 


Subscription Price $3.00 a year. Single 


copies, 25 cents. 


Entered as second-class matter April 
5, 1907, at the Post Office of New York, 
N. Y., under the act of Congress of 


March 3, 1879. 


CELEBRITIES PAY TRIBUTE TO 
INSURANCE 

That a life insurance company is re- 
garded by the body politic as something 
higher and nobler than a mere business- 
getting institution is being proven in 
the triennial conventions of the Metro- 
politan Life Insurance Company being 
visited and addressed by Haley Fiske, 
president of that Company, in a series 
of remarkable trips about the country. 
It has been stated that the Metropoli- 
tan’s president aims to meet personally 
every one of the agents of that Com- 
pany—there are more than 138,000 
once every three years; and the triennial 
conventions are the mediums through 
which this is done. The proof of the 
high esteem in which these conven- 
tions are held is demonstrated by the 
character of guests who grace the 
speakers’ table. Just at random The 
Eastern Underwriter picks out a few 
names from the guests at recent tri- 
ennial conventions attended by Mr. 
Fiske and held in Milwaukee, St. Paul, 
Omaha, Kansas City and St. Louis. In- 
cluded are General Leonard Wood; Sen- 
ator Gilbert M. Hitchcock, of Nebraska; 
Governor Phillips, of Wisconsin; 
mayors of the different cities where 
the banquets were held; His Grace the 
Archbishop of Omaha; the Bishop of 
Kansas City; the Bishop of Missouri. 
A further glance at the guest lists dis- 
closes insurance commissioners, post- 
masters, editors, preachers and rabbis, 
officers of nursing associations and 
presidents of women’s clubs, leading 
members of the bar and manufacturers, 
officers of boards of trade and chambers 
pf commerce, presidents and other ex- 
ecutives of life insurance companies. 

Now, why do they come? Presiden- 
tial candidates, high ecclesiastics, pub- 
lic officials, besieged with dinner invita- 
tions, are so booked up that it is not 
easy to obtain their acceptances; yet, 
they manage to find time to slip into 
these dinners, even if only to make a 
two-minute speech. The magnet must 
be and undoubtedly is found in their de- 
sire to give recognition and pay tribute 
to the institution of life insurance, the 


dinners of the Metropolitan Life afford- 
ing an excellent opportunity to do this 
with the best grace and the greatest 
effect. Such might well be an explana- 
tion for the presence of the mayor of 
Milwaukee at a Metropolitan banquet 
for he has learned, as he stated ina talk, 
that one out of every four persons in 
his city are insured in that company. 
Naturally, life insurance is the gainer 
by the publicity attendant upon these 
conventions. 


UNDERWRITING GENIUS 

Just what is meant by underwriting 
genius or underwriting talent can best 
he demonstrated in watching the prog- 
ross of an old-established company with 
au valuable name which stumbles along 
year in and year out without making 
like the headway which it 
and under com- 
management, begins to 
amazing speed, making 
money as it does so, A case to point is 
the Franklin. KE. G. Snow, president of 
the Home, was elected president of the 
Franklin in May, 1915. There followed 
a general shaking up of dry bones; in- 
jection of new ideas; re-organization 
and extension of the agency force; and 
a general all-around intelligent and in- 
tense capitalization of the name Frank- 
lix, Here are the developments in a 
nutshell: Net premiums receipts—Year 
1516, $829,886; 1917, $1,044,829; 1918, 
$1,593,461; 1919, $2,149,058. Assets: 
January 1, 1916, $2,050,851; 1917, $2,- 
391,125; 1918, $2,953,110; 1919, $3,772,- 
414; 1920, $5,300,191. In 1919, $1,- 
000,000 was in cash for sale 
of new stock. 


anything 
should, then, coming 
pletely new 


progress at 


received 


‘ - - - — 


R. L. RUTTER’S CAREER 


President of Western Union Life Once 
Picked Peaches For Dollar 
a Day 

R. L. Rutter, president of the West- 
ern Union Life Insurance Company, and 
president of the Spokane & Eastern 
Trust Company, is the subject of an 
article in the current issue of the 
“American Magazine.” Soon after leav- 
ing college, he became a wool buyer. 
Then he resigned and went to work in 
a Walla Walla fruit orchard, picking 
peaches for one dollar a day and keep. 
The next job was a $50 a month propo- 
sition for the Solicitor’s Loan & Trust 
Company. His office was next dour to 
that of the Spokane & Easte.n ‘frust 
Company. One day he met ita presi- 
dent who had not known him. Seeing 
a chance to make a lot of money he 
went to the president, put up a propo- 
sition to him and offered to split profits 


and loss if he would loan him $560 
which was done, The president of the 
Trust Company liked his nerve, his 


style -and the result of the loan which 
netted $1,500. Soon afterwards ho 
asked Rutter to become vice-president 
of the company. He made a success 
in the position. As to Low he got into 
the life insurance business he said. 

“In 1906, we began to ‘tcel i} 2 need 
of more money to develop the resvurces 
of the town. A life insurance corpany 
is the greatest single accumulator of 
money in the world; and IT at once 
thought of a lite insurance compiuny for 
Spokane. The Western Union Life Tii- 
surance Company is the result. 
the company does business in fifteen 
states, and the last statement of busi- 
ness was $49,000,000. How did I do it? 
bet on the community. Did it bv 
playing the game.” 





Sara Frances Jones, of the Equitable 
Life Assurance Society in Boston, will 
leave on June 15 for a camping and 
horseback trip through the Yosemite. 


Today ~ 








THE HUMAN SIDE OF INSURANCE 











FRED B. 


AYER 


Fred B. Ayer, of the Fred P. Thomas 
Company, insurance agents, Cleveland, 
O., who did such fine work for the 
Cleveland Fire Insurance Exchange in 
preventing the Cleveland automobile 
club from continuing in the automobile 
insurance business—the full story of 
which was told at a recent convention 
of the local agents—is a New England- 
er aS are several of the other leaders 
of the National Association of Insur- 
ance Agents. After graduating from 
New Hampshire public schools, and at- 
tending a preparatory school in Welles- 
ley, Mass., for two years, he became a 
student at the Kenyon Military Acad- 
emy, Gambier, Ohio; and two years 
later went to Williams College from 
which he was graduated in 1896, Mr. 
Ayer then became a school teacher, 
teaching first at the Kenyon Military 
for three years and then in schools at 
Versailles, Ky., for four years. 

It was in May, 19038, that Mr. Ayer 
entered the insurance business, and 
with his present concern, the Fred P. 
Thomas Company. Although he does 
not look it he has a son old enough to 
be a student in Williams College, while 
two of his daughters are in high school. 
Among Mr. Ayers’ insurance connec- 
tions have been these: served several 
terms on the executive committee of 
the Surety Underwriters’ Association 
of Cleveland; was a member of execu- 
tive committee of Cleveland Casualty 
Underwriters’ Association, and for one 
year was president; spent several 
years as a member of the governing 
committee of the Fire Insurance Ex- 
change of Cleveland, later becoming a 
trustee of the Fire Insurance Club of 
that city and was president for two 
years after it was organized; has been 
for two years a member of the execu- 
tive committee of the Ohio Association 
of Insurance Agents; and is also a 
member of the conference committee 
of the same association, Mr. Ayer is 
of slight stature, but a born scrapper, 
and he is the kind of an insurance man 
who goes right to the front and stays 
there. When he taught school no one 
tried to lick the teacher, because they 
couldn’t get away with it. 

e + s 


Charles G. Potter, of the Gresham of 
England, has left America on his way 
to the Orient. While here he visited 
Fred S. James & Co. and others. He is 
on his way around the world studying 
insurance conditions in the countries 
visited. 

eee 

B. M. Culver, vice-president of the 
Niagara, spent the holidays trout fish- 
ing in Canada. As nearly as can be 
ascertained he caught about sixty, some 
of them quite large for brook trout. 
The fishing was done on a reserve some 
forty miles square, 








Kuhns, president of the 


George 
Jankers Life at Des Moines and James 
E. Newburn, of that company’s Cleve- 


land agency, were recently photo- 
graphed at Las Vegas while en route 
to California. They were going to the 
school of instruction at Los Angeles 
where the agents had some remarkable 
educational sessions. Mr. Newburn, 
who is known in the company as “Sun- 
ny Jim,” is one of the most popular of 
the Bankers Life field men, 
. eo 6 


W. G. Falconer, president of the Nor- 
wich Union Indemnity, is a graduate of 
the famous George Watson School for 
Boys in Edinburgh, Scotland, from 
which came ten of the leading actuaries 
of America, Another graduate of this 
school is E. C. Stokes, of the Royal Ex- 
change. 

= * - 


E. G. Richards, who was one of the 
best of the British managers in the his- 
tery of American fire insurance, and 
one of whose dominant tenets was loy- 
alty to his friends, gave the suggestions 
which resulted in the establishment of 
three of the most important committees 


of the National Board of Fire Under- 
writers: committee on laws and legis- 


lation, actuarial bureau committee and 
the uniform accounting committee. 
The committee on laws and legislation 
originated in this way. Mr. Richards 
and several representatives of the Na- 
tional Board of Fire Underwriters were 
waiting in the lobby of the Hotel Man- 
hattan to be called before a meeting of 
the insurance commissioners. While 
there, the late Major Brinkerhoff of the 
Life Association Presidents came _ in 
and explained the method of operation 
ot the Association of Life Insurance 
Presidents and told of some of the re- 
sults that they accomplished. The idea 
seemed a good one and at the next 
meeting of the executive committee of 
the National Board, Mr. Richards tol 
about his conversation with Majors 
Brinkerhoff with the result that the 
committee on laws and legislation was 
appointed, 
* + * 


George H. Tryon, vice-president 0” 
the National of Hartford, is on th 
briny deep, enroute to France and Kng 
land. Mr. Tryon came to the National 
from a Buffalo agency. “There is noth- 
ing spectacular about George,” said @ 
friend of his this week, “but when it 
comes to underwriting I’ll match him 
with anybody in the country.” 
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Co-operatives Copy 
Some Rate Information 


ee 


KEEP TAB AT THE DEPARTMENT 





Not Regular Day in Day Out Proposi- 
tion, However; Non-Association 
Rates Coming In 





Some of the local agents up-State 
have been distressed because of infor- 
mation that non-board representatives 
have sent stenographers to the offices 
of the New York Insurance Depart- 
ment to copy rates filed by the associa- 
tion companies, later to use them for 
their own purposes. They claim that 
the non-association companies have not 
filed their rates, although it has been 
reported from time to time for several 
years that they were about to do so, 
the last time being April 15. 

Upon investigation The Eastern Un- 
derwriter learns that it has been the 
custom for what are known as the 
Tucker co-operative companies to send 
a representative to the Insurance De- 
partment at 165 Broadway, there to copy 
certain rates about which the co-opera- 
tives were in doubt. But it is denied 
that any stenographer is continually 
stationed at the New York Insurance 
Department for the purpose of copying 
these rates. The co-operative rates are 
about 20 per cent under the regular 
rates. The point is made by the Insur- 
ance Department that rates filed are a 
public matter and that there should be 
no objection to their being seen. 

When the Insurance Department was 
asked when the rates of the non-asso- 
ciation companies would be filed, the 
statement was made that nearly all of 
them have been filed and the balance 
were expected shortly. 





MUST MOVE IN PHILADELPHIA 





Eight Agencies Near Walnut and Fourth 
Get Notice; Changes in Penn- 
sylvania Building 





Night well-known agencies situated in 
ground floor offices in the propinquity 
of Walnut and Fourth streets, have 
been notified to vacate long occupied 
premises upon the termination of their 
leases, which expire in the near future. 
In one instance the annual rental now 
demanded for continuation of tenancy 
equals the price at which the property 
could have been purchased five years 
ago. 

Improvements and alterations are 
being made in the home office building 
of the Pennsylvania Fire that will en- 
able the company to conveniently accom- 
modate the entire home office staff on 
the main floor of the structure. Upon 
completion of the reconstruction and re- 


Fire Insurance Department 





arrangement in the latter part of June, 
the second and fourth floors will be oc- 
cupied by the Hoskins & Howell Co. 
and the third floor by the Delaware 
Underwriters’ Department of the West- 
chester Fire. An office on the second 
floor has been sublet to General Agent 
J. H. Bartlett, of the Preferred Acci- 
dent. The Hoskins & Howell Co. has 
for many years been located in the 
building at the southeast corner of 
Fifth and Walnut streets with business 
offices on the ground floor and the Dela- 
ware Underwriters’ Department is now 
situated in ground floor quarters in the 
Peoples National Fire Building at Third 
and Walnut streets. After the removal 
of the Hoskins & Howell Company to 
the new quarters, Stokes, Packard, 
Haughton & Smith will use in entirety 
the four premises, 430, 432, 434 and 436 
Walnut Street. 





SEES DECLINE IN PRICES 





Manager of Underwriters’ Salvage 
Co., Chicago, Gives Views; Prices 
Have Been Absurd 

W. P. Forbush, manager of the Un- 
derwriters’ Salvage Co. of Chicago, 
whose work requires him to keep in 
especially close touch with mercantile 
conditions and price trends, believes 
that there will be a general decline in 
prices, but that it will be a gradual 
shrinkage rather than an abrupt change 
in prices. That there has been profiteer- 
ing in some lines and an abnormal scale 
of values has been well established in 
the handling of various salvage stocks. 
Loss adjusters have been compelled to 
settle at absurdly high prices, but were 
helpless because bills were produced 
showing what was paid for the goods. 
On a declining market the insurance 
companies will of course not be able to 
get as good returns on this merchandise 
as it has for the past few months. 

On the other hand, people who would 
not buy salvage merchandise a few 
months ago because of the low price, de- 
manding only the highest priced goods, 


are now coming to their senses, and the 


demand for salvage merchandise is in- 
creasing, which is, of course, favorable 
to the companies. 

There is enough stock now on hand in 
the Chicago warehouses of the salvage 
company to keep its force busy through 
the summer, even if no more were re- 
ceived. 

Recent Philadelphia agency appoint- 
ments are: E. R. Hunt & Co. for the 
Peoples National Fire and M. Pfeffer & 
Son for the Vulcan Fire of California. 

Treasurer J. M. Canning, of the Peo- 
ples National Fire and the United Fire- 
men’s, has returned from a week’s busi- 
ness trip to Chicago and the West. 
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MARINE AND FIRE 
INSURANCE COMPANY, Limited 











UNITED STATES FIRE BRANCH 
J. A. KELSEY, General Agent 


80 MAIDEN LANE, 





NEW YORK 








-—=THE AUTOMOBILE==— 


INSURANCE COMPANY 


OF HARTFORD, CONN. 
MORGAN G. BULKELEY, President 


CASH CAPITAL 
$2,000,000 
ASSETS 
$11,022,207.23 
LIABILITIES, EXCEPT CAPITAL 
$6,966,656.56 
SURPLUS TO POLICYHOLDERS 


$4,055,550.67 


FIRE AND ALLIED LINES 
Fire, Tornado, Rents, Profits, Lightning, Explosion, Commissions, Lease- 
hold, Riot and Civil Commotion, Sprinkler Leakage, Use and Occupancy, 
Automobiles, Aircraft, Floaters. 


OCEAN AND INLAND MARINE LINES 
Hulls, Cargoes, Merchandise, Specie, Builders’ Risks, War Risks, Regis- 
tered Mail, Transportation, Motor Truck Contents, Salesmen’s Samples, 
Personal Effects Floaters, Parcel Post, Tourists’ Baggage. 
Affiliated with 


AETNA LIFE INSURANCE CO. 
AETNA CASUALTY & SURETY CO. 














1841 


Asurance (0. 


OF NEW HAVEN. CONNECTICUT. 


RIOT and CIVIL COMMOTION—EXPLOSION 
SPRINKLER LEAKAGE 


AUTOMOBILE 
FIRE—THEFT—COLLISION—PROPERTY DAMAGE 











LEWIS & GENDAR, INC. 


NEW YORK CITY AGENTS 


Commonwealth Insurance Co. of New York 
New Jersey Insurance Co. of Newark 
ONE LIBERTY STREET, NEW YORK CITY 
Telephones: John 63-64-65 
BROOKLYN AND SUBURBAN AGENCY 


Northern Assce. Co., Ltd., of Eng. Firemen’s Ins. Co. of New Jersey 
Commonwealth Ins. Co. of N. Y. Globe & Rutgers Insurance Cx 
United British Ins. Co., L+d. of London 
New Jersey Ins. Co. of New Jersey 


Detroit F. & M. Ins. Co. of Mich. 
Employers’ Lia. Assce. Corp. of London 


Special Facilities for Handling Out of Town Business 


145 Montague Street, Brooklyn—New York 
Telephones: Main 6370-6371-6372 
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Fleet Rate Decision 
Not Taken Seriously 


BY DEPARTMENT 


Charge of Discrimination in Massa- 
chusetts Likely to Be Discussed 
With Commissioner 


NOT RULING 





The opinion by the attorney general 
of Massachusetts regarding automobile 
fleet rates is not taken at all seriously 
by those who have given it careful con- 
sideration. A number of persons evi- 
dently have the that the insur- 
ance commissioner of the Bay State 
has declared these fleet rates discrim- 
inatory and has forbidden their use. 
This is not the case. For the time be- 
ing the only effect it is thought this 
opinion will have on the -automobile 
insurance business is to call attention 
of companies to the attitude of the at- 
torney general. This, it is thought, 
will have the effect of making under- 
writers realize that in future it may 
be necessary in Massachusetts to be 
in position at all times to justify any 
fleet rates that may be made. 

When the insurance 
met last year, Commissioner Sanborn 
of Minnesota read a paper on this 
phase of automobile insurance and it 
attracted considerable attention. It is 
possible that other state insurance offi- 
cials have obtained from their attor- 
ney general an opinion on this subject. 
The law in Massachusetts is. prac- 
tically the same as that in New York, 
New Jersey, Connecticut and other 
states. In New York the insurance de- 


idea 


commissioners 














FIRE DEPARTMENT 


partment has approved the system of 
fleet rating now in use. The require- 
ment to obtain a lower rate is that the 
assured shall have cars to the value 
of $15,000 or ten cars altogether. It 
might happen that an assured would 
possess five cars, the value of which 
might amount to $15,000, but ordinar- 
ily this is not the case. 


Better Upkeeps 

The principal saving to an insurance 
carrier in rating fleets of trucks or 
automobiles is in the lessened number 
of claims, because of a better system 
of upkeep and repair likely to be main- 
tained by the owner of a number of 
vehicles. There may be some small 
savings in the administrative end of 
the business where large numbers of 
cars are written under one policy, but 
this feature is not regarded as im- 
portant. 


It is more than likely that in view 
of the opinion rendered by the Massa- 
chusetts attorney general, the automo- 
bile insurance underwriters will take 
the subject up with Insurance Com- 
missioner Hobbs, who, by the way, is 
a new man in thar office, and 
get his personal views on the subject. 
Taken altogether, the companies are 
welcoming the disposition on the part 
of state insurance officials to require 
that special rates granted owners of 
fleets shall be made equitably and giv- 
en only in instances where the insur- 
ance carrier actually effects a saving 
which can rightfully be reflected in 
the rate. 


NEW ENGLAND MUTUALS 


Premiums and Losses of Senior and 
Junior Companies for Year 
1919 Given 
The New England Mutuals were led 
last year in premium volume by the 
Boston Manufacturers with $4,198,693; 
losses paid, $181,663. Other premiums 











in 1788. 


Its faith is in AMERICA, 


Let us serve you. 
Metropolitan District 


Charles G. Smith, Agent 
1 Liberty Street 





SPRINGFIELD 


Fire & Marine Insurance Co. 
SPRINGFIELD, MASSACHUSETTS 
CASH CAPITAL $2,500,000.00 


Incorporated in 1849 in the State of Massachusetts, the SIXTH of 
the thirteen original states in the Union, ratifying the Constitution 


The SPRINGFIELD has a proud heritage, and for SEVENTY-ONE | 
years has maintained its high ideals in underwriting and is today as_ | 
always a strong, reliable AMERICAN company. 

in the 
MENT and in the highest type of service. : 


A. W. DAMON, President 


NEW YORK OFFICES 


George A. Hill, Jr., Special Agent 


| SERVICE DEPARTMENT 
1 Liberty Street 


AMERICANIZATION MOVE- 


Marine Department 
Talbot, Bird & Company, Inc. 
General Marine Managers, 
63-65 Beaver Street 

















TOTAL ASSETS - - 
TOTAL LIABILITIES - 
NET SURPLUS - - 


O. J. PRIOR, President 





INCORPORATED 1868 


1868 
Che Standard Fire Insurance Co. 


OF NEW JERSEY 
TRENTON, N. J. 


1920 


$1,448,852.62 
847,154.95 
601,697.67 


W. M. CROZER, Secretary 

















and losses, as given by Best, follow: 


Premiums Losses 
American, Providence. $747,401 $101,798 


Arkwright, Boston ...3,272,871 131,410 
Blackstone, Prov..... 1,562,484 161,586 
Cotton & Woolen, Bos. 899,445 66,730 
Enterprise, Prov...... 748,246 101,546 
2 are 1,232,614 102,237 
Firemen’s, Prov. . 2,846,637 223,025 
Hope Mutual, Prov... 875,272 71,516 
Mfgs., Providence....1,330,721 158,521 


Srlenienianisnien orient ier ber erie ere ee ee ele ee eee ee eee ee oe eee eee eI ric 


COLUMBIA 


Insurance Co., New Jersey 





Head Office, 100 William Street, NEW YORK 
Western Dept., Insurance Exchange, CHICAGO 
Pacific Dept., 222 Sansome St., SAN FRANCISCO 


“SERVICE 


—-begs a glance of your eye to say that its 
service to the American Agent is now what 


it always has been—the best. 
REPUTATION 





MARINE AND AUTOMOBILE 


FACILITIES 


Mechanics, Prov. 900,589 116,521 
Merchants, Prov. ..... 834,919 98,117 
Paper Mill, Boston.... 439,467 15,432 
Rhode Island sesesckpetene ‘202,371 
Rubber Migs. ........ 847,871 63,899 
State Mutual, Prov...2,271,949 272,140 
What Cheer .--+- 909,883 74,565 
Worcester Mfgs. ..... 1,418,811 106,318 


Of the junior mutuals the Industrial 
of Boston had $512,197 premiums, and 
$47,441 losses. 


STS STS SS SS er er eT 


Al 


SASS 


=i 


fR 
= 
u 





DEPARTMENTS 





27 William Street 


NEW YORK 


ein aineine ip ai iti 


ei 


Pere Se Tee fl ff ee eee eee eee eee eee eee eee 




















Say 


June 4, 1920 


THE EASTERN 


UNDERWRITER 


15 





Sidelights on National Board’s Meeting 





How E. C. Irvin Organized Victory Fire; the Atlanta Delegation; 
J. J. Hoey’s John McCormack Dinner; Case and Stokes to Sail 
on Same Ship; Underwriters’ Association of New York State a 


Great Training School. 





Many stories floated around the As- 
tor as to the manner in which the Vic- 
tory Fire, the new running mate of the 
Fire Association, was organized, as the 
conception and organization of this 
company is said to have been one of the 
fastest things that ever took place in 
the insurance business. E. C. Irvin, 
president of the Fire Association, on 
whose shoulders rest the responsibili- 
ties for the idea of the Victory, was 
asked by some friends to tell about it. 

“Not feeling in very good health,” 
said Mr. Irvin, who has passed more 
than half a century in the business, 
“IT went down to Atlantic City for a 
few days’ rest. While there, the 
thought occurred to me that the Fire 
Association was giving away a lot of 
good business under treaty which 
should not wander so far from the 
office, and I decided to put up to the 
board of directors a proposition for a 
new million dollar company. I re- 
turned to Philadelphia, called a meet- 
ing of the board, told them my plan and 
they endorsed it immediately.” 

“But what shall it be called?” asked 
a member of the board. 


“As he put the query to me there 
passed before my mind remembrance 
of columns and columns of stories 
which I had been reading about Vic- 
tory loans, Victory drives, Victory cam- 
paigns, etc., and I said: ‘Why not call 
it the Victory?’ iverybody agreed. 
We sent out a letter to stockholders 
offering a million dollar subscription 
and almost in a twinkling $1,750,000 was 
subscribed. Then we commemorated 
the: event by investing the new com- 
pany’s capital heavily in Liberty 
Bonds.” 

“That, in brief,” concluded Mr. Tr- 
vin, “is the story of the Victory and 
while it is going through the usual in- 
fantile diseases associated with a new 
company, the diseases, of course, are 
not so numerous as formerly because 
we know more about the fire insurance 
business than we did.” 

“ . 
Atlanta Much in Evidence 

There was quite a delegation from 
Atlanta of insurance managers who had 
been attending the Southeastern Un- 
derwriters’ Association meeting. They 
included Milton Dargan, Royal; W. R. 
Prescott. Hartford; S. Y. Tupper, 
Queen; W. E. Chapin, Fire Association; 
Ulrich Atkinson, Royal: and Edgar T. 
Gentry, Firemen’s Fund. All of these 
men but one are Atlanta managers who 
are close social as well as business 
friends, who have heen attending the 
meetings together from time immemo- 
rial and who never seem to tire of their 
business. They are the gracious south- 
ern gentleman type, whom it is a pleas- 
ure to meet. 

While all of them seem to have drunk 
of the fountain of eternal youth, At- 
kinson (an assistant manager) is a 
mere tyro, aS he has only been in the 
business about a quarter of a century. 
Prescott has been an insurance man 
for forty years, although he looks the 
Same today as he did when interviewed 
by the writer twenty-two years ago. 
Tupper is the father of some splendid 
sons, who are in the insurance busi- 
ness. Dargan is a naval academy man 
and still walks like a naval officer. 
Gentry is president of the S. BE. U. A. 

Chapin and the late Tom Eggleston, 
of the Hartford, who was his bosom 
friend, were for years the most popu- 
lar bachelors in Georgia. When the At- 
lanta newspapers were hard pressed 
for news, they could always get half a 
column by giving Chapin and Eggles- 
ton a ring and be told about the move- 


ments of people who counted. Atkin- 
son was the right-hand man of the late 
Captain Gay, of the Insurance Company 
of North America, who detested tobac- 
co smoke so much that he would never 
ride on an elevator with a man smok- 
ing a cigarette. He preferred to get 
off and walk to his office. Any man 
who could get along with Captain Gay 
year in and year out has all the quali- 
ties that go to make success. 

Mr. Tupper’s friends say that he 
keeps young by keeping track of the 
younger men and being sympathetic 
with them. His latchkey is always 
open for special agents to come in and 
chat and he is often called the special 
agents’ father confessor. Sam Tupper 
has seen many a man go ahead and 
his advice and counsel have been 
much appreciated. 

Harry Bush, president of the Dixie 
Fire; and Clarence Low, of the L. & 
L. & G., New Orleans, were among the 
Southerners at the meeting. 

** « 
Hoey Arranged Dinner To Greet Singer 

James J. Hoey, second vice-president 
of the Continental, told some friends 
of his at the National Board’s luncheon 
that the dinner given to John McCor- 
mack, the Irish tenor, just before leav- 
ing this country was one of the most 
enjoyable affairs of a similar nature 
which had been held in this country. 
Mr. Hoey arranged the details. 

While Caruso is the greatest of tenors 
in opera, John McCormack is more 
popular in concert, and his popularity is 
not difficult to understand for anyone 


who knows the Irish tenor. McCormack 
is a real man, knows how to tell a good 
story, is bluff and democratic, and 
never turns down an offer to sing grat- 
uitously for a worthy charity. He has 
never forgotten that he was a poor 
boy who had quite a struggle before he 
won his great success in America and 
he is a steady encourager of talent and 
a free-hand giver. His annual income 
is in the neighborhood of half a 
million a year. He is an art collector 
and a rattling good, sincere speaker. 
Among the insurance executives who 


know McCormack well and have a 
great admiration for him is Henry 
Evans, president of the Continental. 


There were eight or ten insurance men 
at the recent McCormack farewell din- 
ner. 
* a * 
Ballard’s Awful Threats 

Sumner Ballard, one time regarded 
as the most influential person in the 
fire insurance business, who was the 
intermediary of many of the cere- 
monies which resulted in insurance 
mergers, and who ran a daily paper 
column, seemed one of the happiest of 
the insurance men at the Astor. His 
companies are making money, his new 
home on the upper East side is one of 
the most attractive and hospitable cen- 
ters in the city, and he has no trou- 
bles of any kind. Asked by The East- 
ern Underwriter if he were going to 
vote for William J. Bryan for president, 
provided the latter be nominated at 
San Francisco, as was suggested by a 
wag, he looked pained for a minute, 
then said: 

“If Bryan is elected president of this 
country, I shall move to Brooklyn and 
grow a beard. Before I'd cast a vote 
for him I'd help nominate and try to 
elect the head of Campbell's undertak 
ing parlors—the ‘Call Columbus 8200’ 
man that F. P. A. talks about; or 
Truly Warner, whose picture stares me 
in the face every morning when I turn 
over the pages of the “‘Times.’ But, if 
you want an interview on politics, why 
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don’t you talk to ‘Jim’ Hoey or O. B 
Ryon, of Chicago?” 

+ + + 
More Than Sixty Years an Underwriter 

William B. Clark, president of the 
Aetna, has been with that company 
more than sixty years. 

. * - 
Will Be Shipmates 

Charles Lyman Case, the new presi- 
dent of the National Board of Fire Un- 
derwriters and E. C. Stokes, United 
States manager of the Royal Exchange, 
are to be fellow passengers on the same 
ship going to the 200th anniversaries of 
their companies, the London Assurance 
and the Royal Exchange. 

Mr. Stokes is probably the youngest 
of the United States fire insurance 
managers. He is a remarkably fine 
linguist, speaking Arabic among other 
languages; has had experience in many 
quarters of the globe; and his per 
sonality is exceedingly likable. He will 
be one of the most popular of the man- 
agers. 

* * * 
E. G. Richards Back in Town 

Several of the prominent fire insur 
ance managers who have retired were 
seen at the meeting. They included E 
G. Richards, Henry W. Eaton and 
George W. Burchell. Mr. Richards, who 
has returned from New England, is 
now living at his apartment in West 
End Avenue. 

* * * 


A Wonderful Training School 

A. G. Martin, the new United States 
manager of the Northern is a graduate 
of the Underwriters’ Association of 
New York State, which is said to have 
turned out more insurance executives 
than any similar body in the United 
States. Jt has been figured up that no 
less than 65 executives received part 
of their training at least in the Empire 
State. It isn’t advisable to make com 
parisons between the insurance field 
forces of the various jurisdictions, but 
there are several reasons why the Un 
derwriters’ Association of New York 
State starts from the scratch while 
some of the others are handicapped. 

In the first place, there are more 
large cities in New York State than 
in’ any other state, which means that 
there are quantities of aggressive, en- 
terprising, intelligent agents. In the 
next place, there is the very wide di- 
versity of risks in this state. Then, 
too, the type of special agent is high, 
which means that the fleld men sharp- 
en their wits and increase their knowl 
edge by contact with each other, and, 
what is just as important as anything 
else, is the fact that the Underwriters’ 
Association of New York State is a 
body which has great power, especially 
by reason of the fact that it makes 
rates, 

Mr. Martin has always been a hard 
worker, but has never taken anything 
for granted, He fought for everything 
that he got in life. He stands well with 
his fellow men; he is conscientious; 
and it is reported that he was greatly 
surprised when told by the powers that 
be that he was to succeed George W. 
Babb. 

* 2¢e 
Damon of the Springfield 

Another picturesque personality at 
the meeting, a good-humored, big- 
hearted man, who numbers his friends 
by the hundreds, is A. W. Damon, presi- 
dent of the Springfield Fire & Marine. 
Recently two insurance men were in 
conversation about the mutual ingsur- 
ance proposition, when one of them 
said to the other: 

“T hear there is a dwelling house 
mutual in Springfield which pays 90 
per cent dividends.” 

“Well, even if it does,” said his com- 
panion, “I would like to wager that the 
Springfield Fire & Marine writes a 
great deal of dwelling house business 
in that city.” 

And, of course, it does. The par- 
ticular mutual referred to writes only 
dwellings; does not write household 
furniture, and its rates are higher than 
the stock company’s, but has its drag 
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through the return dividends. It is re- 
ported that its losses in Springfield last 
year were $10,000. 

.Mr. Damon has often been asked 
what he thinks of the present day mar- 
ine business in view of the fact that 
more than a quarter of a century ago 
he was a marine as well as fire under- 
writer. “I know something about sail- 
ing vessels,” he said, “but I do not care 
to qualify as an expert commentator 
on present day ships and marine in- 
surance conditions.” 

. a o 


F. J. Cox and J. D. Rockefeller, Jr. 

Frederick J. Cox, president of the 
National Association of Insurance Ag- 
ents, was the guest of the National 
Board by special invitation. He will 
start soon on his southern trip and 
among other places, will visit Texas 
where there is an unusually big and 
active agents’ association which has an 
unusually large and interesting annual 
meeting. 

Mr. Cox knows everybody and every- 
body knows Mr. Cox, as he can talk to 
a great many persons in an hour. He 
has been a great president of the ag- 
ents’ association and will leave the job 
tired out physically but happy in the 
service done. Mr. Cox and John D. 
Rockefeller, Jr., attended the same col- 
lege. J. D., Jr., has more of this world’s 
goods, but Fred’s friends say if they 
had both started the race on an even 
basis, they would have put their money 
on the president of the agents’ associa- 


tion. 
eee 


Buswell Increased His Reputation as 


National Board’s Head 

F. C. Buswell, retiring president of 
the National Board of Fire Underwrit- 
ers, faced a much larger audience when 
he read his annual talk than any presi- 
dent of the National Board ever did. 
There were about 160 present. It is 
the consensus of opinion that Mr. Bus- 
well has been an astonishingly good 
chief executive; that he has kept up 
the best traditions of the National 
Board. His concluding paragraph gives 
a good summary of the present status 
of the National Board: 


“Thus actuated and inspired, there 
is no common need or service this great 
organization may not confidently un- 
dertake to supply. The National Board 
of Fire Underwriters has come into a 
position of remarkable influence; it 
cannot avoid its full share of responsi- 
bility, nor does it desire to do so. It 
is reassuring, therefore, at a time of 
much general uncertainty, to feel that 
we are entering the future with an or- 
ganization which has grown strong and 
efficient in its fifty-four years of life; 
which stands for all that is highest and 
best in one of the largest business in- 
terests in the nation; which has thor- 
oughly identified itself with the con- 
servation of the Nation’s resources, 
the protection of its life and property, 
the stabilizing of its commerce and the 
improvement of its standards, and 
which, with a splendid record of na- 
tional service already behind it, is 
thoroughly committed to 
effort for the greater America of the 
future.” 

Mr. Buswell left last week for the 
Coast. Wilfred Kurth, of the Home ts 
also there, 


unceasing. 





WESTERN 


ASSURANCE CO. 
OF TORONTO, CANADA 


Fire, Automobile, Explosion—Riots, Civil 
Commotions and Strikes—Marine 
and Tornado Insurance 
UNITED STATES BRANCH 
January 1, 1920 
Pn: <cveusespetuaeid onacestcoss $4,973,932.20 
Surplus in United States...... 1,900,899.75 

Tota) losses paid in United 
States from - to 1919 
ee eee $46,673,033.35 
Ww. B. MEIKLE, President 








Two Kelsey Brothers Attend 

Two of the Kelsey brothers, H. N., 
of the London & Scottish, and P. T., 
of the Sun Insurance Office, were in 
attendance at the meeting. The Kel- 
sey family is one of the most popular 
in America and all three brothers are 
a credit to the underwriting fraternity. 
H. N. Kelsey was accompanied by the 
general manager of the London & Scot- 
tish, which company is finding a place 
for itself here, and which, under the 
direction of its able United States man- 
ager, will soon be well known. 

The movements of P. T. Kelsey are 
being watched with great interest be- 
cause of the large amount of automo- 
bile business that was placed on the 
books of the company under a former 
regime by a man who was looking for 
volume and writing in a sweeping man- 
ner in places where there should have 
been exercised more caution. Mr. Kel- 
sey saw that his first problem was to 
put the automobile end on a sound 
basis and this is being rapidly done. 
He is regarded as one of the best un- 
derwriters in the country, understands 
men and conditions thoroughly, and is 
a welcome addition to the New York 
managerial circle. 





GETS AWAY TO GOOD START 
National Association of Insurance 
Agents Making Progress in 2,000 
Membership Drive 





The National Association of Insur- 
ance Agents in its sixty day campaign 
for 2,000 new members got off to a good 
start on June 1. At the time The East- 
ern Underwriter went to press, a num- 
ber of new members had been secured. 

President Cox’s first stop on his trip 
will be at Greenville, S. C., where he 
will attend the annual meeting of the 
State Association on June 9 and 10. 
Mrs. Cox is with him. Among other 
places on the itinerary are Jackson, 
Miss., Atlanta, Galveston, Tex., New 
Orleans, and Greensboro, N. C. During 
this trip Mr. Cox will review the cur- 
rent questions of interest to local ag- 
ents and outline the plans of the asso- 
ciation in relation to them. 





WILL DIVIDE NEW YORK 


Edson C. Price having resigned as 
special agent for the Caledonian in 
New York, Manager Charles H. Post 
has decided to divide the state. J. E. 
Rogers has been appointed special for 
the eastern half. The western section 
is still to be provided for. Mr. Rogers 
has been with the New York Suburban 
Exchange for a number of years. 





OLD ADJUSTER DEAD 

Henry H. Heaford, general adjuster 
for the Phoenix of Hartford at its west- 
ern department office in Chicago, widely 
known among insurance men through- 
out the West as an authority on adjust- 
ments questions, died suddenly last 
week from heart failure, aged 71. He 
was the oldest employe of the Phoenix 
in point of service, having been con- 
nected with the company for nearly 
half a century. 
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Royal Exchange Assurance 


LONDON, ENGLAND 
United States Branch EVERARD C. STOKES 
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London »° Lancashire 
Hive Insurance Co. Ltd. 


OF LIVERPOOL, ENGLAND. 














Caledonian Insurance Co. of Scotland 
POUNDED 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 
UNITED STATES HEAD OFFICE 
Caledonian Building, 50-52 Pine Street, New York 
CHAS. H. POST, U. S. Mgr. R. C. CHRISTOPHER, Asst. U. S. Mgr. 
NEW YORK CITY OFFICE 
Golden Hill Building, 59 John Street, New York 














National Fire Insurance Company 
OF HARTFORD, CONN. 


Statement January 1, 1920, to New York Insurance Department 


LIABILITIES 
I I 65 in. 216 rans es ecaes déewnerageesene $2,000,000.00 
Funds reserved to meet all Liabilities, Re-insurance Reserve, 
ee IN oko Aa 0:0'0-6.1.0.5 9:009.040006-020: 004800 29000 Rb0C08 135440,443.33 
Unsettled Losses and Other Claims..............cceeeeseecees 2,725,942.04 
Net Surplus over Capital and Liabilities................ee0e05 6,057,578.23 
Total Assets January 1, 1920............26-: $24,723,963.60 


C. B. Roulet, Ass’t Secretary 
F. B. Seymour, Treasurer 


00 ee ee 0 $O,007,078.23 


H. A. Smith, President F. D. Layton, Vite-President 
G. H. Tryon, Vice-President 5S. T. Maxwell, Secretary 


SURPLUS TO POLICYHOLDERS... 
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Casualty Life 


RE-INSURANCES 
WILLIAM C. SCHEIDE & CO. 


(INCORPORATED) 
HARTFORD, CONN. 


Fire 














THE YORKSHIR 


FIRE, LIGHTNING, SPRINKLER LEAKAGE, AUTOMOBILE, RIOT 


FRANK B. ory , Asst. Manager. 
Assets, $2,144,572. 


INSURANCE CO., LTD. 
OF YORK, ENGLAND 
Established 1824 


AND EXPLOSION INSURANCE 
U. S. BRANCH, 80 Maiden Lane, New York. ~ 
UBO ited States M ERNEST B. BOYD, Und iti ; 
BANE FOOTE ke Mecager = HARRY FF. WANVIG, Branch Secretary. 
Surplus, $1,023,469.75 


DEPARTMENT MANAGERS: 
lard S. Brown & Co. ....... New York, N. Y. 


METROPOLITAN illard §. Brown & Co. 


PACIFIC COAST ......++0+ See NAME, - cause ssbaxessucsess San Francisco, Cal. 
CAROLINA-VIRGINIA  ...seeeees aes TR TD. avesecsscscnsececad Greensboro, N. C. 
SOUTHEASTERN _.....ceeeeeseeee Dargan & Turner ........e+eeeeees Atlanta, Ga. 

LA. & MISSISSIPPI ...........- Tames DB. Beek scccosccccecsceccccs New Orleans, La. 
















F. H. BAERS, Pres. 


ORGANIZED 1848 W. E. HAINES, Secy. 


Ohio’s Oldest and Strongest Company 


Surplus Over $1,500.000.00 
AN AGENTS COMPANY 


E. K. SCHULTZ & CO. 
PHILADELPHIA 


Pennsylvania, New Jersey, New York, Connecticut, 
Massachusetts and Rhode Island 
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‘*The Company with the L. & L. & G. Service.’’ 
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Forward March! 


Agents have been enlisting in our ranks for four 
generations. They have carried the “L. L. & G.” 
Service into every continent and have made the “L. L. 
& G.” Loss-Paying Record known wherever insurance 
is written. This service has now been extended to the 


HOI EUUAHEUTIATTTNTNNNHNHT HTH 


Star Insurance Company of America. 


Our thousands of aggressive agents make up a 
great army. They are successful and useful citizens 


in every community. An agency representation in our 


ranks is a forward march through life. 
Under Management of 


THE [EVERPOOL ~~» JONDON*"° GLOBE, 


ImGSurance Co.,Ltd 
OF LIVERPOOL, ENGLAND. 





Fire Sprinkler Leakage Postal Commissions Strike, Riot 
Automobile Explosion Profits Salesmen’s and Civil 
Tornado Use and Occupancy Transportation Samples Commotion 
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ONE STANDARD OF 
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Eighteen ‘Died in 
National Board Year 


EXECUTIVES 


LARGE TOLL OF 





Six Presidents, One Former President, 
One United States Manager and 
Other Officers Taken 





The death toll of insurance execu- 
lives was never so large as during the 
National Board year of 1919-1920 when 
underwriters their 
last reward. A brief necrology is given 
in the annual report of the membership 
National Board of 


facts recited 


eighteen went to 


committee of the 
Fire Underwriters, the 
including National Board committee ac 
tivities, being as follows: 

Emil H. Frank, of the firm of Frank 
& DuBois, United States Managers of 
the Yorkshire Insurance Company, died 
June 30, 1919. He was not active in 
board affairs, but was well known in 
fire and marine brokerage circles. 

Vanderlyn Stow, vice-president of the 
Fireman's Fund Insurance Company, 
died July 13. Mr. Stow was not active 
in fire insurance circles, having only a 
financial interest. 

J. T. Lansing, president of the Al- 
bany Insurance Company, died August 
12. Mr. Lansing was interested in the 
fire insurance business financially, but 
cevoted most of his time to real estate 
interests. 

Harold E. Burdette, assistant secre- 
tary of the Orient Insurance Company, 
died August 23. Prior to his connec- 
tion with the Orient Insurance Com- 
pany he was Secretary of the Sprink- 


lered Risk Committee of the South 
Eastern Underwriters’ Association. 
W. H. McCarthy, secretary of the 


Virginia Fire & Marine Insurance Com- 
pany, died September 23. Mr. McCar- 
thy had served the board as a member 
of its committee on incendiarism and 
arson for three years, and at the time 
of his death was serving his second 
year. as a member of the committee on 
finance, 

Clem O. DeWitt, vice-president of the 
Hudson Insurance Company, died Sep- 
tember 8. 

A. F. Howard, secretary and manager 
of the Granite State Fire Insurance 
Company, died September 24. Mr. How- 
ard was interested in the affairs of the 
board and had served as a member of 
the committee on finance, committee on 
incendiarism and arson, and at the 
time of his death was a member of the 
committee on construction of buildings. 
He had served the Granite State Fire 
Insurance Company as secretary and 
manager since 1885. 

Lewis W. Crockett, secretary of the 
New Hampshire Fire Insurance Com- 
pany, died November 8. Mr. Crockett 
was an enthusiastic worker in board 
affairs. He had served as a member 
of the lighting, heating and engineer- 
ing standards committee, uniform ac- 
counting committee, and at the time 
of his death was chairman of the last 
named and a member of the actuarial 
bureau committee. He entered the 
service of the New Hampshire as a boy 
and was elected secretary in 1905. 

W. C. Lawrence, ex-president of the 
Standard Fire Insurance Company of 
Trenton, died November 13. Mr. Lawr- 
ence served the board as a member of 
its committee on finance, lighting, heat- 
ing and engineering standards and fire 
prevention and engineering standards. 
Mr. Lawrence had only recently retired 
from active business, after having 
served his company as president for 
nearly a quarter of a century. 

Calvin Page, president of the Granite 
State Fire Insurance Company, died 
December 12. Mr. Page was only finan- 
cially interested in the fire insurance 
business. 

Samuel McKnight, president of the 
National-Ben Franklin Fire Insurance 
Company, died December 22. 

EK. J. Haynes, president of the New- 
ark Fire Insurance Company, died De- 
cember 30. He took an active interest 


in the affairs of the board, and served 
as a member of the committee on light- 
ing, heating and patents for two years 
and was secretary for a term of five 
years. Mr. Haynes had served as presi- 
dent of the Newark for nine years, prior 
to which time he was special agent for 
the Springfield Fire & Marine Insur- 
ance Company, and at one tire preai- 
dent of the Underwriters’ Association 
of the Middle Department. 

John Sime. assistant general man 
ager of the British Americy and West 
ern Assurance Companies, died January 
5, 1920. 

William Mason, president of the 
Northern Insurance Company of New 
York, died January 28, 1920. Mr. Ma- 
son had been president of the Northern 
since 1912 and brought to the company 
a wide experience in business affairs. 

Frederick Samson, secretary of the 
Hartford Fire Insurance Company, died 
February 2, 1920. He was not active 
in board affairs but had served the 
Hartford for fifty-four years, giving 
especial attention to their loss depart- 
ment. 

A. J. Hinman, former secretary of the 
Commerce Insurance Company, died 
February 7, 1920. He had been asso- 
ciated with the Commerce for nearly 
fifty years and had only recently re- 
tired on account of ill health. 

W. N. Kremer, ex-president of the 
Great American Insurance Company, 
died February 12, 1920. In the death 
of Mr. Kremer the fire insurance fra- 
ternity lost a man who had been very 
active in its affairs. He had served 
the Board as a member on a number of 
the committees and was president from 
1913 to 1915. Mr. Kremer had served 
his company for a number of years as 
general agent and secretary, and was 
elected president in 1898. He retired 
from active business in 1917, and at the 
time of his death was chairman of its 
board of directors. He had also served 
as president of the Underwriters’ As- 
sociation of the Middle Department, 
Suburban Underwriters’ Association 
and the New York Fire Insurance Ex- 
change, having been largely influential 
in the organization of the last named. 
Suitable resolutions were adopted at a 
meeting of our Executive Committee 
held on February 26, 1920, and an en- 
grossed copy sent to his immediate 
family. 

George former United 
States Manager of the Northern As- 
surance Company, died February 15, 
1920. “Mr. Babb’s death was a severe 
shock to the entire insurance world,” 
says the Committee. “He was known as 
an able student of the business, a very 
cepable underwriter, and took a great 
interest in the affairs of the National 
Board, having served on many of its 
committees, and continuously as a 
member of the Executive Commit- 
tee from 1899 and ag president 
from 1911 to 1913. He had only recent- 
ly retired from the managership of the 
Northern, after serving that company 
for thirty-eight years in various capac- 
ities. He had been interested in the 
fire insurance business for forty-nine 
years, during which time he had served 
as president of the New York Board of 
Fire Underwriters and vice-president 
of the Factory Insurance Association 
and of the Eastern Union. He also was 
a member of the committee which pre- 
pared the Universal Mercanti'e Sched- 
ule and the committee which pre- 
pared the New York Fire Insurance 
‘xchange Agreement, and was instru- 
mental in the establishment of the ad- 
justing work now being carried on by 
the Committee on Losses and Adjust- 
ments of the New York Board. At the 
meeting of our Executive Committee 
held on February 26 resolutions com- 
memorating his death were adopted and 
an engrossed copy sent to his family.” 


W. Babb, 





LAW OPENS NEWARK OFFICE 

Harrison Law, insurance statistician, 
has opened an office in Newark for the 
adjustment of automobile claims. He 
is also affiliated with the Automobile 
Adjustment & Inspection Bureau of New 
York. His long experience in the busi- 
ness should make him a valuable ad- 
juster and inspector, 


“The Leading FIRE INSURANCE Co. of America:’ 


WM. B 


NIAGARA RIGHTS 

The Niagara’s income for 1919 from 
investment bonds and stocks was $380.- 
452, against which the Company’s divi- 
dends to stockholders was only $250,- 
000, being 25 per cent on the capitaliza- 
tion. Rights to the Company’s new 
stock — $1,000,000 increase —are now 
selling around $70 to $75 each. 

TO OPEN LAKEWOOD OFF'!CE 

The Realty Development Company, of 
Asbury Park, will open a branch office 
in Lakewood, at 111 Second St., Aug- 
ust 1 to handle a general insurance and 
real estate. J. Weinstein is president 
of the Realty Development Co. 








GEORGE W. BABB LIBRARY 
The library of George W. Babb, late 
manager of the Northern, which is to 
be given to the Insurance Society of 
New York, is a well selected collection 
of standard works of fiction and other 
volumes, 





PENINSULAR ENTERS NEW YORK 

The Peninsular Fire, Grand Rapids, 
has been admitted to New York. 
O'Keefe & Lynch has been appointed 
marine manager for the United States 
and Canada. Bennett Ellison is metro- 
politan district agent for fire business. 





TO HAVE OWN MANAGER 
The Pacific Coast Automobile Con- 
ference has approved an amendment to 
its constitution providing for a man- 
ager whose official position shall be in- 
dependent of that of the local secretary. 





MOST ATTRACTIVE STATIONERY 

The most attractive stationery in the 
fire insurance business, is that of the 
London Assurance. 


CLARK, President 


101 Years of Service 
Losses Paid over $183,000,000 
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Prov. Wash. - Northern - Agric. -G. Falls- 
Niag.-Great Am.-Home. 


CLINTON J. AYRES 
70 Main Street 
SARANAC LAKE, N. Y. 

















National Liberty 


INSURANCE COMPANY 
OF AMERICA ., 


{nco,porated Under the Laws 
State of New York in 1859 


of the 


Statement, January 1, 1920 


Cash Capital ....... $ 1,000,000.00 
eae 10,748,246.37 
Liabilities, including 
re 7,638,598.39 
Net Surplus 3,109,647.98 
Surplus to Policy 
Holders ........... 4,109,647.98 


HEAD OFFICE 
709-717 SIXTH AVENUE, Cor. 4ist Street, 
NEW YORK 














40 CLINTON STREET | 
NEWARK 
Phone Market 63% 


JAMES H. EPWORTH 
NEW JERSEY FIRE INSURANCE SPECIALIST 
NEWARK AND SUBURBAN NEW JERSEY TERRITORY 


FIRST 
SERVICE 


| 80 MAIDEN LANE 
NEW YORK 
Phone John 4560 
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Violations Which 
Terminate Insurance 


HOW NEW FORM IS DIFFERENT 





Review of Two Standard Forms Made 
By David Rumsey, Distinguished . 
Counsel 
In the old standard policy there 
were fourteen conditions, a violation of 
any one of which would terminate the 
entire insurance ( Lines 11 to 30). Un- 
der the new standard policy, the num- 
ber of conditions which terminate the 
entire insurance is reduced to five. In 
discussing these conditions David Rum- 
sey, the well-known insurance lawyer, 

says: 

The five conditions retained in the 
new policy, as being of sufficient impor- 
tance to justify the termination of the 
entire insurance unless brought to the 
attention of the company by written en- 
dorsement added to the policy, were 
placed in this category because of their 
vital importance and their essentially 
irrevocable character from the insur- 
ance point of view. 

(a) If the insured is not the uncondi- 
tional and sole owner of the property, 
he lacks insurable interest to the ex- 
tent of the full value of the property in- 
sured. The case presented, then, is one 
where, in case of destruction of the 
property, the insured loses only the 
value of a partial interest, but collects 
the value of the entire property. It is 
a case where over-insurance is neces- 
sarily involved and incentive to protect 
the property from destruction is neces- 
sarily removed. Knowledge of the facts 
brought home to the company is neces- 
sary: in order to enable the company 
to limit the amount of the insurance to 
the insured’s partial interest in the 
property, and the condition presente 
by such cases is, practically speaking, 
a permanent condition instead of a 
temporary one subject to removal dur- 
ing the life of the policy. 


When Building Insured Is Not Upon 
Ground Owned By Insured 

(b) A somewhat similar condition is 
presented when a building insured is 
upon ground not owned by the insured 
in fee simple, for, in such, cases, the 
building is subject to be taken away 
from the beneficial ownership of the in- 
sured and the knowledge of this fact 
frequently presents a case where the 
insured becomes tempted to permit a 
destruction of the property which will 
enable him to collect the value of the 
building before it passes out of his 
possession. This condition also is a 
permanent rather than a temporary one 
as a matter of fire underwriting, for it 
is entirely improbable that, during the 
life of the policy, the condition will be 
rectified by purchase of the fee of 
the property upon which the building 
stands. 

(c) The beginning of foreclosure pro- 
ceedings or notice of sale by virtue of 
& power of sale in a mortgage increases 
the moral hazard of the risk for obvious 
reasons and, as such proceedings will, 
in ordinary course, be followed by ter- 
minating the insured’s interest in the 
Property, the condition presented is not 
temporary or subject to removal during 
the existence of the insurance contract. 
Change of Interest, Title or Possession 

(d) Change of interest, title or pos- 
Session (except change of occupants 
without increase of hazard) is practi- 
cally always a permanent change so far 
as the life of any particular policy is 
concerned. It affects the essential con- 
ditions of the insurance and it may in- 
crease the moral hazard or require an 
crease of premium. 

(e) An assignment of the policy be- 
fore loss would change the most essen- 
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tial feature of the contract. If this were 
permitted without notice to, and con- 
sent by, the company, there would re- 
main no opportunity for the company to 
select the parties which it is willing to 
indemnify. Such a change amounts to 
the making of a new and different con- 
tract of insurance. 
A New Clause 

The next paragraph of the new policy 
begins: “Unless otherwise provided by 
agreement in writing added hereto this 
Company shall not be liable for loss or 
damage occurring” (Lines 32-34). 

This clause is new. It must be read 
in connection with each of the clauses 
marked (a) to (g) following it (lines 35 
to 61) as if each of the lettered clauses 
was immediately preceded by the words 
in lines 32 to 34 above quoted. The 
arrangement is for convenience and to 
avoid repetition. 

It should be observed here that, 
while all of the conditions which follow, 
numbered (a) to (f) inclusive (lines 35 
to 58) were conditions of the old policy, 


the violation of which voided the con- 
tract, an essential change has been 
made as between the new policy and 
the old in that these conditions here- 
after will void the policy only while the 
prohibited conditions exist, but will not 
void the entire policy for its entire 
term as was provided in the old form 
of contract. In other words, there is an 
automatic reinstatement of the insur- 
ance as soon as the prohibited condition 
ceases to exist. It is true that in cer- 
tain jurisdictions and in certain circum- 
stances courts have refused a literal en- 
forcement of the old policy, but it has 
been unfortunate that the language of 
the old form was either so harsh or so 
ambiguous as to permit inconsistent 
treatment by the courts of various 
states in the matter of essential condi- 
tions of the fire insurance policy. It is 
hoped that the changes made in the 
new form will so clearly differentiate 
between the conditions which are in- 
tended to terminate the entire policy 
(lines 22 to 31) and the conditions 








Business Men Endorse Americanization— 
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at Atlantic City of the Chamber 
of Commerce of the United States 
of America. 

Among the resolutions adopted was 
one endorsing the ideals behind the 
Fire Insurance 
Movement—initiated by the 
tional Board of Fire Underwriters. 
Americans for America is the key- 
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which are intended only to suspend the 
insurance while the violations exist. 
that uniform treatment of the subject 
may hereafter be secured. 

As to the various matters which sus- 
pend the insurance, if not permitted by 
indorsement the (a) clause (lines 35-37) 
as to other insurance and the (b) clause 
(lines 38-40) as to increase of hazard, 
remain in substantially the same word 
ing as the old policy. 


GARAGE REQUIREMENTS 
Sprinkler Reaulations Laid Down By 
Board of Standards and 
Appeals 


The new sprinkler and standpipe 
equipment regulation for one story gar 
age buildings as adopted by the New 
York Board of Standards and Appeals 
are as follows: 

Provisions of Section 72, subdivision 
I, of Chapter 5, of the Code of Ordi- 
nances shall not apply to buildings not 
exceeding one Story in height the pur- 
pose of which is occupancy as a garage, 
motor vehicle repair shop, or oil selling 
station which buildings do not exceed 
an area of 15,000 sq. ft. when located 
on an interior lot or when facing on 
only one street or 24,000 sq. ft. when 
facing on two streets or 30,000 sq. ft 
when facing on three streets: provided 
that the building is equipped with an 
approved system of automatic sprinklers 
or with a line of 2% in. pipe carried 
around the interior walls of the build- 
ing or attached to the columns which 
carry the roof girders and connected 
with the street main by two-inch tap 
and sufficient length of hose, and from 
which line branches are taken for the 
house service. 

Under the provisions of Section 581, 
subdivision 4, of Chapter 5, of the Code 
of Ordinances, in similar structures, a 
line of 2% in. pipe connected with the 
street main by two-inch tap and suffi 
cient length of hose at intervals of 
100 ft. or less shall be deemed to be a 
standpipe within the meaning of this 
section, but no siamese connection need 
be provided on condition that the pres- 
sure in the street main shall be not 
less than 45 Ibs. 


MANY MATTERS HELD UP 


Important Automobile Problems Await 
Approva! of National and Lo- 
cal Constitutions 

The May meeting of the National 
Automobile Conference, having been 
postponed, that event now is subject to 
the call of the president. Undoubtedly 
no meeting will be held until the report 
of the Committee of Nine is ready. 
The new constitution of the National 
Conference is complete and now the 
committee is working on the revision 
of constitutions to cover the admin- 
istration of the local conferences 

When the new constitutions have 
been acted upon, numerous other mat- 
ters which have been held in abeyance 
will be given attention Among these 
is the Philadelphia situation. The lo- 
cal automobile organization there has 
made known to the Committee of Nine 
what is desired in a new commission 
and agency rule. The two sub-commit 
tees giving their attention solely to the 
preparation of an agency and commis 
sion rule, which can be made applic 
able to the whole country, is still work- 
ing on that subject. This matter is al 
so awaiting action by the Committee of 
Nine on constitutional revision, 





STECHER WITH COMMERCIAL 
UNION 
Gilbert KE. Stecher, of Hoboken, spe 
cial agent for the Home in Northern 
New Jersey, has resigned and is now 
with the Commercial Union 


The American & Foreign Insurance 
Association held a dinner and meeting 
at the Knickerbocker Hotel, Thursday 
evening, May 27. 
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A. R. Monroe Heads 
Newark Fire Ins. Co. 


IN 





COMES FROM QUEEN WEST 





Man of Fine. Personality and Wide 
Acquaintance; T. L. Farquhar 
Vice-President 





Official changes in the Newark Fire 
have so far been in the nature of sur- 
prises. This is again true of the elec- 
tion of A. R. Monroe as president of 
the company and chairman of the board 
of directors——a splendid appointment. 
Mr. Monroe has for fifteen years been 
assistant manager of the Queen in its 
Western department. He will come 
from Chicago to take the place left 
vacant by C. F. Frizzell, who goes to 
the Insurance Company of North Amer- 
ica as manager and vice-president. 

W. Mackintosh, vice-president of 
the Newark, has resigned that office be- 
cause of pressing duties as assistant 
manager in the New York department 
of the Royal. He remains on the 
board and is succeeded as _ vice presi- 
dent by T. L. Farquhar, who will re- 
tain his position as secretary. 

“Alec” Monroe is one of the most 
liked insurance men among the west- 
ern department executives He was 
born in Scotland and came to the Unit- 
ed States when hardly more than a 
boy. He has spent his entire business 
life in the insurance business in the 
western field. For a number of years 
he was special agent for the Connecti- 
cut and later for the Queen. There is 
a whole-hearted genuineness and cor- 
diality about Alec Monroe that has won 
for him a wide circle of fast friends; 
aman of fine qualities, possessed of a 
broad experience and complete mastery 
of the fire insurance business. 

The advancement of Mr. Farquhar to 
the post of vice-president is one for 
which he is qualified in every way and 
which he fully merits after a long and 
faithful service to his company, during 
which he has filled with credit every 
post assigned to him. 





APPLIES TO NEW YORK 

The Pacific National Fire, which has 
applied for admission to New York to 
do a fire business, was incorporated 
early in 1911 ard was licensed in 1914. 
It did not begin business until early in 
1915. The company’s home office is in 
Sacramento, Cal. The statement filed 
* the close of 1918 showed assets $392,- 

59, paid capital $250,000, net surplus 
s114.468. In 1918 the net premiums 
written amounted to $46,615. 





Cc. B. SMITH SPECIAL 
Charles B. Smith has been made as- 
sistant to Special Agent G. S. Petrik in 
Western Pennsylvania, for the Liver- 
pool & London & Globe, headquarters 
in Pittsburgh. 





CONFERENCE OFFICERS 
G. H. Tryon, National of Hartford, 
has been elected president of the Ex- 
plosion Conference; E. G. Sloan, Aetna, 
vice-president; W. F. Roembke, chief 
inspector of the Sprinkler Leakage Con- 
ference, secretary and treasurer. 





M. C. HINSHAW DEAD 
Canadian Manager Matthew C. Hin- 
shaw, of the Atlas, died May 27. He 
had been with the company practically 
all his business life. 
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Advertising Changes 
There was a time when an insurance 


advertisement consisted c¢ the name 
of a company, its officers and the finan- 
cial statement, but nowadays these aus 
are in the minority. Willecx, Peck & 
Hughes this week took a full quarter 
of a page on the front page cf a lead- 
ing New York City daily paper merely 
to announce that it had a new telenhone 
number. There are quite a few brok- 
ers in New York City who are running 
billboard advertisements, which are 
mostly to feature automobile business. 
* * * 
Mark Loses Sam 

Sam Oxfeld is 2 live placer on Wil- 
liam Street and he doesn’t care who 
knows it. He has opened an office at 80 
Maiden Lane and here’s his own an- 
nouncement as received by The Eastern 
Underwriter: 

“Sam Oxfeld has resigned as placer 
for Mark H. Cohen & Son to go in the 
brokerage business for himself. He is 
now located at 80 Maiden Lane. Ox- 
feld has been with that firm for over 
eleven years and finally made up his 
mind to quit—this is his third attempt. 
They say three strikes are out, but we 
think he will make a home run this 
time. Sam has built up a wonderful 
business in all these years and has a 
great personality with all the companies 
and boys on the Street. Mark H. will 
sure miss him as he kept that office 
alive with the companies. Now Sam 
needs a placer. We all wish him lots 
of luck and success.” 

o oo * 


Kelle With Schindler 
John J. Kelle, formerly underwriter, 
and at present special agent in New 
York and New Jersey territory for the 
Superior Fire, Allemannia Fire and the 
Pittsburgh Underwriters, represented 
in the office of George Berry, General 
Agent, at 1 Liberty Street, New York, 
resigned on June 1 to associate with 
N. T. Schindler and Co., Inc. He will 
organize and supervise a fire depart- 
ment for this agency, which will have 
facilities for soliciting and binding lines 
for risks in the United States, Canada 
and Porto Rico for 15 companies. 
- + + 
Coyle’s Co-Insurance Chart 
One of the cleverest bits of literature 
which has been printed recently is the 
80 per cent co-insurance clause chart of 
Robert M. Coyle & Co., Philadelphia, 
which shows at a glance how values 
have been increased, as well as illus- 
trating the manner in which the prop- 
erty owner loses when not adequately 
insured. 
* * & 
How An Agent’s Advice Saved Com- 
panies $3,000,000 
Upon the advice of an insurance ag- 
ent the Moline Plow Company erected 
a fire-wall at its tractor plant at Rock 
Island, Ill. The company had a fire 
and as a result of this fire wall ad- 
justers say that the companies were 
saved a $3,000,000 loss. 
* * cs 
Griffin With F. J. McNulty 
John Griffin has resigned from Schiff, 
Terhune & Co., and has gone with 
Frank J. McNulty & Co., the Bronx. 
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Defends Insurance 
Department of Banks 


ISSUE UP ON 





PACIFIC COAST 





Stockholders’ Auxiliary Corporation 
General Agent of Nevada and 
Knickerbocker 





The attempt of the California Asso- 
ciation of Insurance Agents to keep 
banking concerns out of the fire insur- 
ance agency business will be one of the 
principal topics of discussion at the 
annual meeting of the California agents’ 
association which meets at Santa Bar. 
bara on June 11-12. The subject first 
came to the attention of the National 
Association of Insurance Agents at the 
mid-year conference in Richmond, Va., 


some months ago. At that conference, 
President Mancha, of the California as- 
sociation, appeared and stated the ob- 
jection of the agents to banker-agents, 
with the result that resolutions on the 
subject were passed, condemning ag- 
ents of that type. President Mancha 
then returned to the Coast greatly en- 
couraged in the fight against the bank- 
ing agents, and since that time consid- 
erable progress has been made by the 
regular agents in this agitation. 

The criticism has been aimed at the 
Stockholders’ Auxiliary Corporation, 
headquarters in San Francisco, which 
has capital stock owned by the stock- 
holders of the Bank of Italy, and which 
operates its insurance department, of 
which A. P. Lange is manager, through 
a chain of branch banks. 

The Eastern Underwriter has _ re- 
ceived from the Stockholders’ Auxiliary 
Corporation the following statement out- 
lining its position: 

“Members of the California Associa- 
tion of Insurance Agents have been ad- 
vised by President Mancha that one of 
the principal issues to come before the 
meeting at Santa Barbara June 11th and 
12th will be ‘The Bank Situation.’ 

“Some of our agents believe that their 
interests are involved, and have asked 
us to state our position in this matter. 
This we take pleasure in doing. 

“The Stockholders’ Auxiliary Corpor- 
ation, as general agent of the Nevada 
Fire Insurance Co. and the Knicker- 
bocker Insurance Co., both members in 
good standing of the Board of Fire Un- 
derwriters of the Pacific, conducts its 
insurance department in strict accord- 
ance with Board rules and the ethics of 
the insurance business. It believes in 
and respects the overhead writing rule 
and other fundamentals laid down by 
the National Association of Local Ag- 
ents. It pledges its support to an 
amendment of Board rules whereby no 
Company shall accept any business on 
which full commission or brokerage has 
not been paid to the agent or broker 
in whose territory the risk is located. 

“The criticism has been made that 
the Stockholders’ Auxiliary Corporation 
operates principally in and through a 
chain of branch banks. As a matter of 
fact, it is represented in only four such 
branches, and in every one of these, 
from five to fifteen other Board com- 
panies are represented by the same ag- 
ent. In no case does the Stockholders’ 
Auxiliary Corporation monopolize the 
business at these branches or receive 
the major portion of the agent’s busi- 
ness, 

“We believe that these statements ex- 
plain our position fully, but if further 
information is desired, we shall be 
Pleased to have an opportunity of fur- 
hishing same.” 





WESTERN OFFICE OPENED 

The National Board has established 
a western office of its committee on fire 
Prevention and engineering standards, 
in the McKinlock Building, Chicago. 
The officers in charge are Clarence 
Goldsmith, as assistant chief engineer 
and BE. R. Townsend, office manager, 


Location Charge 
For Automobiles 


RATE APPLIES WHERE HOUSED 








Garage Men Turned Down in Request 
for Legal Liability 
Cover 





The National Automobile Conference 
has had before it the question of a 
proper location rating charge to apply 
to automobiles in territory outside of 
where the owner resides or is domi- 
ciled. 

The Conference has ruled that on fire 
and theft insurance the rate to be 
charged is that applying to the terri- 
tory where the car is garaged the great- 
er portion of the year for which the pol- 
icy covers, 

Some garage owners have been seek- 
ing insurance to cover their legal liabil- 
ity for loss or damage to a car left in 
their possession as the result of neglect 
by employes. This form of insurance is 
not approved by the Conference. 

In some instances the courts have 
held that garage owners are liable for 
such loss or damage and it is natural 
that the garage man should seek pro- 
tection through insurance. The fire and 
theft underwriting branch of the busi- 
ness regards this as more of a casualty 
proposition than one re!sting io fire and 
theft. In a general way it is considered 
bad insurance on the theory that its 
issuance would tend to lessen the de- 
gree of care used by the garage owner 
in providing the requisite attention to 
the safety of cars placed in his keeping. 


TO GO WITH TRUST COMPANY 


Colonel James R. Young’s New Post; 
Continues as Commissioner For 
a While Longer 


Colonel James R. Young, insurance 
commissioner of North Carolina told a 
reporter for The Eastern Underwriter 
this week while in New York, that he 
will enter the service of a trust com- 
pany in Raleigh, N. C., when he retires 
from the insurance commissionership. 
He has been wanting to retire for some 
time, but has been asked by the state 
to continue for the time being. His 
service as insurance commissioner has 
been long and distinguished, 


MAY WRITE COMBINATION 

There are now seventy-five companies 
in the Southern Tornado Insurance 
Association. This association and the 
Southeastern Underwriters’ Association 
have appointed committees to confer on 
writing combination fire and tornado 
policies in the South. This has not 
heretofore been permitted. At the 
annual meeting held May 28, the offi- 
cers of the tornado association were re- 
elected. 
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Increasing Capital 
Stocks in Pittsburgh 


ALL COMPANIES SHOW PROGRESS 








Pittsburgh to Establish Western and 
Pacific Departments; Visitors 
From “Smoky City” 





Among the Pittsburghers in New 
York this week were F. S. Tewksbury, 
vice-president, and Don T. Stehle, 
secretary, of the Pittsburgh Fire; J. A. 
Hetrick, of Logue Bros. & Co.; N. A. 
Weed, of the Republic Fire; and Capt. 
Elmer K. Rupp, of the “Insurance 
World.” Secretary R. J. Trimble, of 
the Allegheny County Board, was also 
due here to attend the rating managers’ 
meeting. 

Pittsburgh fire insurance companies 
are making splendid progress. Follow- 
ing the recent announcement of the Na- 
tional Union that it had increased its 
capital stock from $1,000,000 to $2,- 
000,000 comes the announcement that 
the Allemannia will add $300,000 to its 
capital stock, making it $500,000. The 
Superior Fire, which has a capitaliza- 
tion of $500,000 will double its capital, 
making it a million dollar company, In 
fact, it is reported that the additional 
$500,000 has all been subscribed by the 
stockholders. 

The National-Ben Franklin practically 
has completed its new office quarters 
and taken possession of them. The 
new addition is in the shape of an L. 
The company has had an unusually s8at- 
isfactory year under the new president, 
H. M. Schmidtt, who was formerly 
secretary of the company. 

The Republic is going along well, its 
loss ratio showing a considerable im- 
provement and its volume of business 
increasing. 


The Pittsburgh, since its purchase 
by interests allied with the Firemen & 
Mechanics of Indiana, has been seeking 
new affiliations, both East and West 
and is just waiting the examination of 
the Indiana department, after which it 
will enter that state. Following its 
admission to Indiana the matter of 
opening its Western and Pacific depart- 
ments will be taken up. 

The Pittsburgh Underwriters, com- 
bination of the Allemannia, Superior, 
National Ben Franklin and Republic, is 
making rapid but conservative progress, 
iis name being a decided asset, 

J. D. C. Miller, secretary of the West- 
ern, is showing able underwriting abil- 
ity with the Western. This company 
re-insured undesirable business last 
year, cutting down its liability. 

Its business is now on rock-bottom 
basis. 

The Globe is going along about as 
usual, 

The new president of the North 
branch has not been selected yet, and 
it is the general belief that no one will 
be named as the successor to John G. 
Sell unless the new appointee has the 
vise of Thomas B. Donaldson, insur- 
ance commissioner. Mr. Donaldson 
was in New York this week, attending 
the executive committee meeting of 
the insurance commissioners, but’ had 
nothing to say to the newspapers. 

The Smoke & Cinders Club is to have 
its annual outing next Monday, at the 
Thornburg Golf Club. 

Everybody is wishing John Dalzell 
luck in his new Pittsburgh Insurance 
Kxchange Building proposition, 


JOIN SERVICE ASSOCIATION 

The Glens Falls and the St. Paul Fire 
and Marine were elected to membership 
in the Underwriters’ Service Assoclia- 
tion, Chicago, at its semi-annual meet- 
ing last week. W. P. Robertson, of the 
Liverpool & London & Globe, and W. F 
Watson, of the Aetna, were elected 
members of the executive committee. 





CENTRAL FIRE OFFICE, Inc., 


UNDERWRITING 
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American Equitable Assurance Co., of New York 


Knickerbocker Insurance Co., of New York ; t 
International Lloyds, Indianapolis, Ind. 


General Agents for Metropolitan District 
Millers National Insurance Co., Chicago, III. 
Importers & Exporters Insurance Co., of New York 


General Agents for Above Territory 





Colonial Assurance Co., of New York 
Merchants Underwriters, of New York 
Miilers Mutual Fire Insurance Association of Alton, Ill. 


Brooklyn Branch 
151-153 Montague St. 





New Jersey Branch 
34 Clinton St. 
Newark, New Jersey 


Head Office 
80 Maiden Lane 
New York City 


Brooklyn and Long Island City Agents 
London & Scottish Assurance Co., London, Eng. 
Underwriters at American Lloyds 


Chicago Branch 
Insurance Exchange 
Bldg. Maryland Bldg. 


Manufacturers Insurance Co., of America 
Great Lakes Insurance Co., Chicago 








San Francisco 
Branch 
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Will “Blue Goose” Be 
a Go in New York? 


MAKES START WITH 45 PRESENT 


Western Social Organization Breaking 
in Here—How it Has Helped 
Insurance Business 





For years the Ancient and Honorable 
Order of the Blue Goose—a social or- 
ganization—has been an important fac- 
tor in improvement of the fire insur- 
ance business throughout the Middle 
West and South. Men who have long 
been officials or members of this order 
are of a class who can be relied on to 
speak the truth regarding their impres- 
sions of the benefits derived from mem- 
bership. It has been said time and 
again that the Blue Goose is an institu- 
tion of the West and that it would not 
go in the East, but this remains to be 
proved, 

What has been called the baby pond 
of the order is well under way in New 
England. It is generally considered a 
little harder to break the ice in New 
England than in New York where the 
initial splash was held May 26. There 
were 45 at that meeting and twelve 
goslings were initiated. The biggest 
delegation present was from the Na- 
tional Board, Company managers did 
not attend, and there were few field 
men present. 

Most Loyal Grand Gander John A. 
Hanson was on hand to tell the New 
York men what the order stands for 
and what it has accomplished, Grand 
Gander Hanson knows’ whereof he 
speaks. He has long been a member 
ard has seen the benefits of the organi- 
zation upon the personnel of the fire 
insurance business in all parts of the 
country. 

All Receive Benefit 

O. B. Ryon, general counsel for the 
National Board of Fire Underwriters, 
made an eloquent appeal that the east- 
ern men join the order. He, too, has 
long been a member and he said em- 
phatically that no organization he has 
ever been connected with has done s0 
much for the benefit of any body of 
men associated together in one line of 
business as has the Blue Goose. 

Carroll L. DeWitt, superintendent of 
agents for Fred S. James & Co., is in 
equally ‘good position’to know what the 
Blue Goose has done for the business. 
As a fire insurance man of long exper- 
ience, Mr. DeWitt’s remarks at the 
meeting last week certainly had weight. 
Another speaker was T. Alfred Flem- 
ing, an old field man and now of the 
National Board of Fire Underwriters. 
Mr. Fleming told how in his experience 
fire insurance men of all grades were 
gathered into the Blue Goose and how 
some of them were made better men 
than they had been before. 

H. V. Thayer, of the New England 
pond, made a very encouraging state- 
ment as to the progress in his territory. 
The New England pond now has ninety- 
eight members and ten applications for 
membership. There are about 2,800 
members in the entire United States. 

W. E. Mallalieu, manager of the Na- 
tional Board and supervisor of the New 
York flock, presided at the meeting last 
week. Mr. Mallalieu is an easterner by 
birth. It happened that he attended an 
annual gathering of the order in Chi- 
cago some years ago. He was impressed 
with the sincerity and good fellowship 
that existed among the men of the 
western states who had joined the Blue 
Goose. He declared that the order is 
not only a social and fraternal one but 





“STRONG AS THE STRONGEST”’ 


The Northern Assurance Go. 


(LTD., OF LONDON) 
Organized 1836 
Entered United States 1876 
Losses Paid - - - $109,000,000 
Losses Paid in U. S. $40,000,000 
Rastern and Southern Departments 
55 JOHN STREET 
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a splendid combination of both and that 
insurance men cannot find anything of 
a similar character that compares with 
the Blue Goose in effectiveness, because 
this order exerts its influence entirely 
within the particular business in which 
the members are interested. 
“Tote Fair” 

O. B. Ryon, who is a Chicago man, 
was present when Mr. Mallalieu took 
his first swim. Speaking of how ponds 
of the order have been launched, Mr. 
Ryon said that many in the West, 
which are now among the most pros- 
perous in the order, started with far 
less encouragement than was given the 
New York pond at the meeting May 26. 
“The watchword o: the Blue Goose, 
‘Tote Fair,’ is a suimmation of all the 
theology and fraternal ritual of the 
ages,” said Mr. Ryon. What more can 
any man do? Out of thes? sccial fune- 
tions, said he, we are going to get a 
solution of our problems in this busi- 
ness in this age of chaos. 

There was some slight difference of 
opinion, even among the older heads, 
as to just how the Blue Goose started. 
Gander Ryon said that it grew out of 
certain necessities which arose in the 
fire insurance business. “There was a 
time,” he declared, “when in a good 
many states in the West it was posi- 
tively dangerous for two or more fire 
insurance men to be seen talking to- 
gether on the street. This was because 
of the stringent anti-trust and anti- 
compact laws. But, despite these dan- 
gers, there were nevertheless things in 
connection with the business that 
simply had to be talked over and some- 
body had to do the talking. To have 
lef certain influences follow their course 
would have meant the ruination of fire 
insurance.” But, continued Mr. Ryon, 
if these earlier conditions have now 
practically disappeared, there are other 
things constantly arising which vequire 
the close attention of those in the busi- 
ness, to say nothing of the fraternity 
and good-will which should exist among 
those engaged in it. As a means to im- 
prove the personnel of the business and 
produce harmony and good fellowship, 
there is nothing, said Mr. Ryon, which 
has done as much vood as the Bive 
Goose. All fire insurance men should 
be seeking one common good, one com- 
mon end, 

Gander Ryon also told of how in the 
early days of the Blue Goose, there 
were threats to start a rival organiza- 
tion. This was the work of “Tip” 
Doyle, T. E. Gallagher and a few others 
in Chicago who hadn’t been asked into 
the Blue Goose and who threatened to 
start the Green Goat. When the Blue 
Goose finally decided to take them and 
their followers in, there was no more 
heard of the Green Goat. 

Carroll L. DeWitt, who is past Most 
Loyal Gander of Ohio, was the only 
man present at the meeting last week 
who is a charter member of the order. 
As to its origin, he said that some four- 
teen years ago a few field men hap- 
pened to get together in a Wisconsin 
town. There was little to occupy their 
attention aside from the troubles and 
vicissitudes of the business. They sat 


ahout and talked and finally somebody 
suggested forming an insurance order. 
The Blue Goose was the result. Evi- 
dently the early efforts of the Blue 
Coose organizers made a big hit in the 
Northwest, for very soon Minnesota ap- 
plied to the Wisconsin pond for a char- 
ter to organize in Minnesota. Some of 
the Wisconsin fellows, more as a joke 
than anything else, framed up a charter 
and sent it to the Minnesota men to- 
gether with a bill for $10, which 
amount was actually paid. This story, 
when repeated from time to time at 
Biue Goose gatherings, always occa- 
sions a laugh. 

Instances might be multiplied of how 
fire insurance men, grown gray in the 
business, have found the Blue Goose 
of the greatest possible benefit to them 
and to others younger who are making 
their way in this field. Certainly the 
men who have traveled the length and 
breadth of the country and have seen 
every phase of fire insurance business, 
know whereof they speak when they ad- 
vise every fellow insurance man to join 
the order and “Tote Fair.” 
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The Superior Fire Insurance Co. 
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Incorporated 1871 


EDWARD HEER, Sec’y and Treas. 
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medium-sized American Company whose indemnity, treatment of agents 
and assured, will bear inspection for nearly half a century? 
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Decision Given 
in Re-insurance Case 


CANCELLATION ISSUE INVOLVED 








Justice Delehanty’s Ruling in Case of 
National Liberty Versus Globe 
& Rutgers 





Justice Delehanty has rendered a de- 
cision in the case of the National Lib- 
erty versus the Globe & Rutgers. 

The plaintiff took out a policy of re- 
insurance with defendant for $35,000, 
covering certain property and running 
for the period of a year from November 
29, 1916, to November 29, 1917, for 
which it paid in advance an annual 
premium of $3,500. The policy provides 
in one of its clauses as follows: 

“This policy shall be cancelled at any 
time at the request of the insured, or by 
the company by giving five days’ no- 
tice of such cancellation. If this policy 
shall be cancelled as hereinbefore pro- 
vided, or become void or cease, the pre- 
mium having been actually paid, the un- 
earned portion shall be returned on sur- 
render of this policy or last renewal, 
this company retaining the customary 
short rate; except that when this policy 
is cancelled by this company by giving 
notice it shall retain only the pro rata 
premium.” 

Attached to the policy, however, was 
a rider containing the following pro- 
vision: “It is further agreed that this 
policy can be cancelled by either party 
by giving ten days’ notice in writing.” 

On May 28, 1917, the defendant sent 
the following letter to the plaintiff: 
“Office of the Globe & Rutgers Fire In- 
surance Co., No. 111 William Street, Re 
The Germania Fire Ins. Co. of New 
York Floater. We desire to cancel 
policy No. 214434 covering on property 
situated as above and hereby give you 
the five days’ notice required by the 
terms of the policy. On the expiration 
of such five days’ notice the policy will 
be cancelled, and all liability under 
same will cease, and we will, on de- 
mand, pay you the pro-rata amount of 
premium for the unexpired term thereof. 
Yours respectfully, W. H. Paulison, 
Vice-President.” 

This was followed on June 4, 1917, 
with another letter from the defendant 
as follows: “Office of the Globe & Rut- 
gers Fire Insurance Co., No. 100 William 
Street. Re Germania Fire Insurance 
Company of New York Floater. We 
herewith hand you $...... , being the 
amount of pro-rata premium for the un- 
expired term of policy No. 214434, which 
has been cancelled on our books, in 
accomlance with notice sent you May 
28, 1917, as per terms of said policy. 
Upon receipt of policy we will forward 
a check for the return premium. Yours 
respectfully, W. H. Paulison, Vice- 
President.” 


Justice Delehanty said: 

“The plaintiff on March 4, 1920, sur- 
rendered the policy in question, and 
upon defendant’s refusal to refund the 
pro rata share of the premium this ac- 
tion was instituted to recover the 
amount thereof, namely $962.35. To 
my mind, the cancellation notice of 
May 28 and June 4, unequivocal in 
terms, worked an estoppel against the 
defendant. It is true that the plain- 
tiff had the right, if it cared to exercise 
it, to insist upon ten days’ notice of 
cancellation. But it also had the right 
to rely upon the written notices of the 
insurer, and, having done so, the latter 
cannot now-take advantage of a clause 
in the rider which it wholly ignored, 
and which the plaintiff had the privi- 
lege of waiving. The cases cited by the 
respective parties are not in conflict 
with this proposition, but, on the con- 
trary, tend to uphold it. Neither can 
the view be sustained that by its 
failure to surrender the policy forth- 
with the plaintiff has lost the right to 
the return of the unearned premium. 
Upon the cancellation of the policy the 
relation of debtor and creditor arose, 
and the relation has not been affected 


by anything that has since transpired. 
Defendant's statement in its letter of 
June 4 is itself conclusive in this con- 
nection, for it wrote: ‘Upon receipt of 
policy we will forward check for return 
premium.’ 

“A further contention is urged by the 
defendant to the effect that prior to the 
cancellation of the policy a loss oc- 
curred thereunder for which the plain- 
tiff herein instituted another suit and 
has obtained a judgment, and that by 
reason of such judgment the pro-rata 
amount of the premium to be returned 
would be reduced on the basis of the 
sum for which the judgment was re- 
covered. The difficulty with this posi- 
tion is that the judgment in question 
has not been paid, nor has any pay- 
ment been tendered, pleaded or proven. 
Under the circumstances, plaintiff is en- 
titled to the relief prayed for in the 
complaint, Submit decision and judg- 
ment accordingly of notice.” 





TO PREVENT EXPLOSIONS 





Bureau of Chemistry Engineer Points 
Out Danger From Inflammable 
Dusts 





Dust explosion prevention occupies 
an important place in the work of the 
National Fire Protection Association. 
D. J. Price, engineer in charge of grain 
dust explosion investigation, Bureau of 
Chemistry, Washington, read a paper 
on this subject before the association 
in Chicago, in the course of which he 
said: 

“In a period of one year at least 
eight disastrous dust explosions have 
occurred in the industries of the Unit- 
ed States and Canada. These explo- 
sions have caused the loss of 80 lives 
and the loss of property valued at ap- 
proximately $7,000,000. In some _ in- 
stances these explosions occurred in 
industries that had not previously ex- 
perienced occurrences of this nature. 
The expansion and development of in- 
dustrial plants involving the production 
and handling of large quantities of ma- 
terial in which inflammable dusts are 
created, may tend to increase the ex- 
plosion hazard. 

“The investigational work on the 
subject already begun by the Federal 
Government has definitely established 
that although in many cases these ex- 
plosions and fires are due to simple 
causes, very recent investigations have 
shown that new causes previously un- 
determined have been developed. The 
necessity for further experimental work 
along both engineering and chemical 
lines has been demonstrated in order 
that effective methods of prevention 
can be developed to protect life, grain 
and property. In this work the fire 
prevention agencies can continue to 
render valuable assistance in the ap- 
plication of precautionary measures de- 
veloped as a result of this necessary 
experimental work.” 





AGAINST SMALL THEFT LINES 





Automobile Conference Disapproves 
Writing Line For Less Than 
Amount of Fire Policy 





One of the companies writing auto- 
mobile fire and theft insurance sought 
a ruling from the Conference whether 
it might write a fire and theft policy 
with the theft feature covering for a 
less amount than the fire. The opinion 
of the Conference management was 
that this would not be good practice. 

It has never been the policy of the 
Conference to approve the writing of 
theft insurance only. In the case re- 
ferred to above, certain owners of cars 
wished to obtain fire insurance and take 
their chances on the cars being stolen 
outright. They did, however, wish to 
obtain enough theft insurance to cover 
the numerous small losses coming un- 
der the category of pilferage. It was 
thought that insurance of this kind 
would be very undesirable for the com- 
panies as it is just these small losses 
that cost so much to take care of and 
are so numerous that they eat up any 
possible profit on the fire and theft line 
as a whole. 
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Toronto, Canada 
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Statement, January 1, 1920 


PEED a vcvcccceucesntesmaveterent $2,297 350.46 
Lisbilitiog cccccccsccccecccceveses 1,517,850.59 
Surplus in United States....... $ 779,499.87 


Total Losses Paid in United 
States from 1874 to 1919, 
GmetEREGE cocccncescsccencocess $26,935,071.80 


W. B. MEIKLE, Pres. & Gen. Mgr. 
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WRITING AIRCRAFT HERE AND ABROAD 


(Continued from page 1) 


chines and comprises accident, liability, 
transportation, merchandise and mail 
insurance, By transportation is meant 
insurance of the machine itself or of 
merchandise carried. 

“Speaking of tariffs, to be exact, no 
tariff has actually been worked out, in 
the usual sense of the term. Every 
rate is made separately and existing 
tariffs are used only as a guide for the 
central office. This is because the Pool 
fixes the rate for every risk. In the 
United States the aircraft insurance un- 
derwriters’ conference is more particu- 
larly for the purpose of accumulating 
and compiling statistical data, while 
the company members are left free to 
make their own rates. 

“It is notable that no compensation 
insurance is written by the Scandina- 
vian Pool. The exact reason for this 
I do not know. Possibly it is because 
of the absence of compensation laws 
or the limited application of existing 
statutes. 

Accident and Liability 

“Tariff number 2 applies only to 
lighter-than-air machines and comprises 
accident and liability lines. 

“In accident insurance the highest 
amount issued to each person is 100,- 
v00 kroner and the minimum premium 
is 20 kroner. 

Period and Trip Insurance 


“Period insurance is issued only in 
connection with a regular accident pol- 
icy already taken or to be taken. A 
medical examination is required in 
either case, 

“Trip insurance is only for passen- 
gers, not for the crew. ‘Ticket policies 
ure issued similar to those in use in the 
United States. 

“Generally speaking tariffs are divid- 
ed on this order: Private airplane 
owner, flying. schools, pupils, teachers, 
factories and repair shops, public con- 
veyances used on specified routes; this 
last named classification being sub- 
divided as to passengers and personnel, 

Liability Lines 

“Property damage and liability insur- 
ance is issued only in the following 
amounts: One person 60,000 kroner; 
one accident 150,000 kroner; property 
20,000 kroner, 

“The only important consideration as 
regards the pilot is whether or not he 
is licensed, whereas under the system 
in use in the United States the prop- 
erty damage and liability premiums are 
based upon the experience of the pilot 
and the number of hours flown, more 
than on the one fact whether he has a 
license, 

“The first 100 kroner of any claim 
is to be borne by the assured. The ex- 
clusions are: 

“Flights between 1 hour after or 1 
hour before sun. Circumstances beyond 
the pilot’s control void this exclusion, 
The other exclusion is, flights with un- 
certified pilots. 

“After a loss the company may can- 
cel the policy within four days. 

As Mr. Feer was addressing the 
Casualty Actuarial & Statistical So- 
ciety, he confined his comparison of pre- 
miums to the casualty lines. He con- 
tinued: 

“Generally speaking American and 
European rates are entirely different. 
In comparing them there are several 
obstacles to be overcome, For exam- 
ple, the difference in the time for 
which the insurance is to run. In 
Kurope it is one year and in the United 
States six months, Then, too, there is 
the difference in the amount of insur- 
ance, the difference in the currency 
and in the rate of exchange. After hav- 
ing brought the time and sum insured 
on the same basis, as nearly as may be 
for a brief discussion of this kind, a 
comparison of premiums in the United 
States and as used by the Pool would 
be as I shall now outline. It should 
ulways be borne-in mind that United 


States rates are based on insurance 
units of 100 while those of the Pool 
vre in units of 1,000, and that in the 
following tables the rates are figured 
for a period of six months instead of 
a year, 

Accident Premiums 
Owner piloting own plane— 

Principal Weekly 


Sum Indemnity Rate 
OO. Sisco SIC $5 $15a 100 
Pool .... Kr. 1,000 Kr. 34 Kr. 12 a 1,000 
Owner traveling as passenger 
ae $1,000 $5 $8 a 100 
Pool .... Kr. 1,000 Kr. 34% Kr. 12a 1,000 


Insurable limits— 
U. S. $5,000-$10,000 and $50 weekly. 
Pool Kr. 50,000-150,000. 
Property and Liability 
“In the following comparison of prop- 
erty damage and liability tariffs I have 
endeavored to place the United States 
and Scandinavian premiums on some- 
what the same basis, as nearly as is 
possible in a brief time. 
Sea Plane For Private Use 
Property damage— 
Principal 


Sum Rate 
United States. $1,000 $5 a 100 
FOO! coccsccces Kr. 20,000 Kr. 3.75 a 1,000 
Liability— 
United States. —$5,000-10,000 $1 a 100 
POOL cccccereee Kr. 50,000-150,000 Kr. 1.50 a 1,000 


Sea Plane, Commercial Use 
Property damage— 
Principal 


Sum Rate 
United States. $1,000 $5 a 100 
_ _, PARR Kr. 20,000 Kr. 9.375 a 1,000 
Liability— 
United States. $5,000-10,000 $1 a 100 
POO scccsocses Kr. 50,000-150,000 Kr. 3.75 a 1,000 


Land Plane, Private Use 
Property damage— 
Principal 
Sum Rate 


United States. $1,000 $5 a 100 

POGE conscceces Kr. 20,000 Kr. 7.50 a 1,000 
Liability— 

United States. $5,000-10,000 $1.50 a 100 

POSE ceccccceve Kr. 50,000-150,000 Kr. 4.50 a 1,000 


Land Plane, Commercial Use 


Property damage— 
Principal 
Sum Rate 


United States. $1,000 $5 a 100 

FOO! onsoscosce Kr. 20,000 Kr. 15 a 1,000 
Liability— 

United States. $5,000-10,000 $1.50 a 100 

EUGD sevesesess Kr. 50,000-150,000 Kr. 9a 1,000 





EDITOR’S COME-BACK 

Some anonymous heckler is trying to 
get satisfaction out of the easy indoor 
sport of clipping “Standard” paragraphs 
in which trivial errors appear, and 
mailing them in, accompanied by sar- 
castic comments, 

Being human, and with no claim to 
infallibility, we must ask indulgence 
in, somewhat trying times for type slips 
and petty. breaks, which are the bete 
noir of all publishing concerns, 

If our busy and valiant correspon- 
dent will indicate a single instance in 
the past twenty years where “The 
Standard” has done an injustice to any 
man or institution he will find us ready 
to make prompt and printed repara- 
tion. 

Like the skunk, a man who writes 
anonymous letters is unpleasant but 
not dangerous, as he is usually a cow- 
ard and an incompetent.—The Standard. 





AEROPLANE LIABILITY CASE 

An interesting case regarding aero- 
plane liability is up in the Circuit 
Court, Atlantic City, in a suit of Mrs. 
Marie F. Bew to collect on a $3,000 
accident policy for the death of her hus- 
band in an aeroplane crash at the Inlet, 
Atlantic City. There has been no deci- 
sion in this country covering the case 
at issue. 





GENERAL AGENT IN CHILE 
Rea Hanna is general agent of the 
Great American Insurance Company 
for Chile. His headquarters are in Val- 
paraiso, 








iTEGRITY SERVICE 


ST RIEN GT;H 








j. H. VREELAND 
'Assistant@Manager 





JAMES H. BREWSTER, Mer. 
Hartford, Conn. 
A BROAD UNDERWRITING SERVICE TO AGENTS 
Writes Fire, Automobile, Rent, Sprinkler Leakage, Tornado, Use and Occupancy. E 
1 ’ » SD a ’ » Use ani xplosion, etc. 
Works in Harmony with American Agency Principles and Practices 





























LINES SOLICITED AND BOUND THROUGHOUT UNITED STATES 
AND CUBA 


E. F. FLINDELL 
- INSURANCE 


1 LIBERTY STREET Telephone John 2612 


LOCAL OFFICES 


BROOKLYN, N. Y. 
153 Remsen St. 
Tel. 2504 Main 








NEW YORK 


JERSEY CITY, N. J. 
Montgomery St. 
Tel. 216 Montgomery 


i 


NEWARK, N. J. 
9-15 Clinton St. 
Tel. 614 Mulberry 

















HERBERT BUXTON 
92 WILLIAM ST., N. Y. CITY 
JOHN 3484 


Issues the Most Attractive Automobile Policyin a Non-Conference 
Company 




















Binders Effected on Risks Anywhere in the U. S. & Canada 


Phone John 4613 


BERNHARD JNSURANCE AGENCY 
New York City "Jersey Clty, Wee 


Agricultural Ins. Co. of Watertown Nationale of Paris Fireman’s Fund 
Atlas Assurance Co. ; Rhode Island Insurance Ce. Home Fire & Marine 












Just say: 


“Insurance 
Man”— 


the open sesame 
to every courtesy 
within our power. 








Room with de- 
tached bath $1.50 
and $2.00 
Private bath $2.50 
and $3.00 


BR OORT Hiotel 
Insurance Headquarters 
MADISON ST.—East of LaSalle 
CHICAGO 
LAURENCE R. ADAMS, Sec’y & Mer. 





THE LEADING FIRE COMPANY 
OF THE WORLD 























CRUM & FORSTER 
GENERAL AGENTS 


95 WILLIAM STREET NEW YORK CITY 


The North River Ins. Co., N. Y. 
United States Underwriters’ Policy, N. ¥. 
Union Fire Ins. Co., Buffalo, N. Y. 


United States Fire Ins. Co., N. Y. 
Richmond Ins. Co., N. Y. 
Potomac Ins. Co., Washington, D. C. 


W. W. ALVERSON, Mgr. Pacific Coast Dept. 
San Francisco, California 


F. M. GUND, Mgr. Western Dept. 
Freeport, Illinois 
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MARINE DEPARTMENT 














Court Constructions 
of Marine Contract 


INDEFINITE SAYS J. E. WITHERS 








General and Conflicting Terms in 
Policy Form, Warranties, and Other 
Clauses Cause Trouble 





That the courts sometimes interpret 
the ordinary marine insurance contract 
in a different sense than the under- 
writers do, principally because of cer- 
tain loose phraseology or contradictory 
wording, is the statement of J. E. 
Withers, member of the British Asso- 
ciation of Average Adjusters, in an 
article on the contract of marine insur- 
ance and its construction. The marine 
contract, as it is printed today, is an 
ancient form and contains only the 
most fundamental terms of coverage. 
Special clauses and warranties have to 
be attached, and it is not at all un- 
common to write in marginal phrases 
relating to peculiar features. Through 
custom the meaning and intention of 
the contract is known perfectly to both 
underwriters and brokers, even though 
a strict construction of the printed dec- 
larations might vary considerably with 
the accepted meaning. 

Mr. Withers points out that when a 
claim is brought into court the justice 
must base his decision upon the word- 
ing of the policy and not upon inten- 
tion, and so at times the insurer is 
beaten when actually he should have 
won the case. Because of this hazy 
wording considerable dissatisfaction 
bas been expressed in this country and 
bankers and shippers have tried unsuc- 
cessfully so far to bring about a re- 
vision of the policy form. Some of the 
more common difficulties which may 
arise through the use of attachments 
are described competently by Mr. With- 
ers as follows: 

In the printed form used as the basis 
of the contract there are certain blank 
spaces, in which it is usual to insert a 
description of the subject-matter of the 
insurance or of the special line of in- 
demnity intended to be given by the 
policy. It not uncommonly happens 
that the words written into the blank 
spaces of the form have no connection 
with the printed words which precede 
or with those which follow them. In 
almost all cases certain parts of the 
printed form have no application to the 
risk described by the written words. 
Sometimes it will be found that many 
even of the special clauses contained in 
printed slips gummed on the policy 
have no possible application to the ac- 
tual insurance. Cases are not uncom- 
mon in which the whole contract is 
contained jn the written definition of 
the termini of the voyage and a few 
written words inserted below in some 
blank space in the form, none of the 
printed clauses of the form being ap- 
plicable at all. 

Such being the well-known course of 
business in formulating contracts of ma- 
rine insurance, it is obviously necessary 
in every case to consider carefully the 
description of the risk or special kind 
of indemnity expressed in the written 
words of the policy in order to ascer- 
tain whether any particular clause of 
the printed form applies to the insur- 
ance effected by the policy. It is most 
unusual to find that the superfluous or 
Mapplicable words have been struck 
out of the printed form. 

Words written in the margin of the 
policy (and applying, therefore, indefi- 
hitely to the whole of the policy, and 
not to any particular part of it) are 
considered as controlling the sense of 


such parts of the printed policy to 
which, in sound construction and by 
reasonable reference, they may appear 
to apply. As, for instance, where the 
word ship is written in the margin of 
the policy, or freight, or goods; in such 
cases the general terms of the policy, 
applicable to other subjects besides 
the particular one mentioned in the 
margin, are thereby considered as nar- 
rowed in point of construction to that 
one. And this is done in cases where 
the subject-matter meant to be insured 
is still more remote from ships and 
goods, the only subjects of insurance in 
the printed policy, viz., where the ob- 
ject of the insurance, as declared by the 
marginal memorandum, is money lent 
on bottomry or respondentia, or the 
like; the meaning of which marginal 
memorandum may be translated thus: 
We mean to insure the subject so 
named, “freight,” for instance, arising 
and accruing during the limits of the 
voyage within described, from _ the 
carriage of goods on board the ship 
within mentioned, against the perils 
within enumerated, and upon the pre- 
mium herein specified. In other words, 
we adopt the general language of the 
policy, as far as it may serve to effec- 
tuate this object, and no further. 

If you find in a policy, as you com- 
monly do, a number of stipulations in- 
serted, and, with reference to the sub- 
ject-matter of the policy, one of those 
stipulations is on its natural construc- 
tion inapplicable, it would not be right 
for the purpose of finding a meaning 
for that as applicable to that particular 
contract to torture or strain its lan- 
guage. The natural conclusion would be 
that the common form had been used 
with the insertion of certain warranties 
or conditions not applicable to the par- 
ticular case as the policy was complet- 
ed. This is, of course, not an uncom- 
mon occurrence. But if, with reference 
to the subject-matter of the policy, the 
particular stipulation is applicable 
without any straining or torturing of 
the language, then it is the duty of the 
Court construing the contract to give 
that natural meaning and construction 
to it as applicable to the subject-matter 
of the contract. 

The unfortunate and the inevitable 
result of the practice of relying on an 
ancient form modified by the attach- 
ment of printed clauses, which in their 
turn are again modified in writing, al- 
ways raises difficulties in construction. 
The exact words used and the colloca- 
tion of the words must really be what 
guides us. 

It is a fundamental principle of our 
law that, where you have a contract 
which has a plain natural meaning, and 
which is not impeached upon the 
ground of common mistake or upon the 
ground of fraud or misrepresentation, 
it is not permissible to alter its effect 
according to the intention of one of the 
two contracting parties or to adduce 
evidence in order to show such an in- 


Cable Address: NORMARINE 


NORWEGIAN MARINE- 
FOREIGN BRANCH, LTD. 
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tention. If A and B enter into a writ- 
ten contract it is immaterial to consider 
what either of them intended to effect. 
The only question is what have they 
said by their contract. The intention 
of the parties is to be gathered from 
the terms of the instrument and the 
surrounding circumstances. 


FIRE LOSSES NUMEROUS 

Fire losses led the toll of marine 
casualties last week, when an unusual 
number of vessels reported damage to 
hull or cargo directly from fire. The 
steamer “Ossabaw,” operated by the 
Ward Line, returned to New York with 
a fire in No. 2 hold after having been 
a day out with a full cargo bound for 
Havana. Considerable damage was 
done before the fire was extinguished. 
Fire broke out in No. 3 hold of the 
American steamer “Deva,” while en 
route from Philadelphia for Nantes. 
She was beached at Fayal, Azores, 
where her holds and engine rooms were 





flooded. Surveyors have recommended 
that the cargo be discharged. The 
“Mount Berwyn,” from Hull for New 


Orleans, put in at Dover with fire in No. 
2 hold. The flames were extinguished 
before much damage was done. 


& TRANSPORT- 


Telephone: 


F. L. GREENE RESIGNS 


Another Underwriter Leaves Maritime 
Agency; Came from the Automobile 
With Rowe and McGivney 


Frank L. Greene, regarded as one of 
the most capable and popular of the 
younger underwriters, resigned 
the Maritime Underwriting Ag- 
with which office he been 
associated for the last two years. He 
has not announced any new connection 
but present taking a 
worrisome underwriting problems. Mr 
Greene gained his initial marine insur- 
ance experience with Appleton & Cox 
and was with that firm for several years 
He then went with the New York ma 
rine office of the Automobile where he 
remained until he joined the Maritime 
along with J. Scofield Rowe and J. J 
McGivney in 1918. 


has 
from 


ency, has 


is at rest from 


The Guaranty Fire assurance Cor- 
poration of New York City has been 
elected a member of the Philadelphia 


Fire Underwriters’ Association, 


BROAD 3268, 3266 


INSURANCE CO.’S 


MARINE INSURANCE 


U. S$. MAMAGER :—P. A. KJEVE 


SO BEAVER STREET 


GENERAL AGENTS: 





TALBOT, BIRD & CO. 


NEW YORK 
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K. Kagami, Manager 
Tokio F. & M., Here 


ON TRIP AROUND THE WORLD 








Optimistic Over Future Japanese 
Marine Prospects; Present Unset- 
tled Conditions Temporary 





K. Kagami, directing manager of the 
Tokio Marine & Fire, the largest mar- 
ine writing company in Japan, is in this 
country on his way around the world. 
He has left New York for Chicago 
where he will spend several days, re- 
turning to this city in time to sail for 
Fngland early in July. Mr. Kagami has 
been head of the Tokio now for twenty 
vears and is considered one of the fore- 
most authorities on marine underwrit- 
ing in the Far East. His company 
meets the competition of thirty-four 
other marine companies in Japan, yet 
writes more premiums than all of them 
together.” It has a capital of $7,500,000, 
assets of approximately $40,000,000, and 
writes, according to Mr. Kagami, about 
$10 000,000 in premiums annually. 

Marine companies will suffer directly 
comparatively little from the present 
financial crisis in Japan, Mr. Kagami 
believes, because the government rath- 
er than private banks support the in- 
surance interests. However, the de- 
crease in the export business, particu- 
larly the falling off of shipments of raw 
silk to the United States, following the 
credit contraction, will have its influ- 
ence on the marine business, reducing 
the premium income until foreign trade 
becomes stabilized again. Mr. Kagami 
is decidedly optimistic regarding the 
future outlook for marine underwriting 
in the East as he foresees a large in- 
crease in the international trade of Asia 
and with it a proportionate develop- 
ment of insurance, 

The thirty five companies comprising 
the Japanese marine market are none 
too many to handle all the business 
offered, providing they write conserva- 
tively Mr. Kagami told a representa- 
tive of The Eastern Underwriter. De- 
spite the entrance of several new com- 
panies during the war the volume of 
business is at present sufficient to al- 
low for the entrance of four or five more 
small companies on a profitable basis. 
Since few foreign companies operate in 
Japan, except through = re-insurance 
treaties, the native companies work in 
harmony and refrain from the severe 
rate-cutting campaigns which have fea- 
tured other markets of the world. The 
Tokio Marine & Fire poses as a leader, 
says Mr. Kagami, and works to per- 
petuate, rather than reduce, the rest of 
the domestic market. With an unex- 
ploited and fertile field for expansion 
in Asia it pays for the Japanese com- 
panies to co-operate mutually and build 
up the national market to the point 
where it may later compete success- 
fully with American, British, and other 
foreign companies on the continent of 
Asia, the home market being already 
theirs. 

Mr. Kagami was in the marine busi- 
ness only nine years prior to becoming 
head of the Tokio and was never with 
any other company. In 1900 there were 
only four companies doing a marine 
business. He was five years in Lon- 
don, where he became experienced in 
the methods of English underwriting. 
For the last twenty years, however. he 
has been kept busy in Japan, and is 
taking this trip around the world as a 
vacation. While in New York he makes 
his headquarters with Appleton & Cox, 
Inc., United States marine managers of 
the Tokio. Messrs. Johnson & Higgins 
are managers for the fire business. 





FIRE ON “POWHATAN” 

Fire broke out on the steamer ‘“Pow- 
hatan”, formerly the “Jamestown” of 
the Old Dominion Line and not the 
transport bearing the same name, on 
Tuesday while she was in dry dock at 
the Morse yards in Bay Ridge. Four 
firemen were overcome and consider- 
able damage was done before the ves- 
sel was towed out to deep water and 
flooded. 


Why Auto Branch Was 
Moved to Fire Office 


BANKERS & SHIPPERS’ ACTION 








Vice-President Rowe Says it is Measure 
of Economy in Development 
Expenses 

In discussing the reasons why the 
automobile department of the Bankers 
& Shippers, of which C. A. Ethridge is 
manager, has been moved from the ma- 
rine branch at 1 South William to the 
company’s fire office at 59 John Street, 
Vice-President J. Scofield Rowe, of the 
Bankers & Shippers, said this week: 

“As a measure of economy in develop- 
ment expenses the automobile depart- 
ment will, on and after June 1, 1920, be 
operated from the Company’s fire of- 
fice, 59 John Street, New York City. 

“The development of automobile busi- 
ness Obviously requires an extensive ag- 
ency organization and to acquire and 
supervise an agency organization re- 
quires the employment of a number of 
salaried special agents. 

“Since the fire office of the Company 
is already equipped with an experienced 
staff of special agents, it is believed 
that the same staff can represent the 
automobile department at considerably 
less expense than would have to be in- 
curred were the automobile department 
operated as a separate unit or as a part 
of the marine branch, which otherwise 
would have no occasion for the employ- 
ment of special agents. 

“We have reason to be proud of the 
enthusiastic and loyal agency and 
Home Office staff that has already been 
mobilized by Manager C. A. Ethridge, 
who will continue in personal charge of 
the automobile department under the di- 
rection of Vice-President C. V. Mese- 
role. Manager, fire office, 59 John Street. 

“The marine branch of the Compartty 
will co-operate to the fullest extent with 
the Company’s fire office and will assist 
in the development of automobile busi- 
ness as opportunity may offer.” 


CEASES WRITING RISKS 





Norwegian Marine & Transport May 
Withdraw From Country to Take 
Advantage of Exchange Values 


The United States branch of the Nor- 
wegian Marine & Transport, of Chris- 
tiania, ceased writing new business sev- 
eral days ago, and it is intimated that 
the local office may not reopen, but 
withdraw its surplus funds from this 
country to take advantage of the pres- 
ent rate of exchange in kronen. When 
the company entered the country last 
year the exchange value of kronen was 
near par, which is 26.80 cents. Today 
they are quoted in the New York mar- 
ket at eighteen cents, a drop of nearly 
32 per cent and the company could se 
cure a marked profit in exchanging dol- 
lars for kronen. 

Entering this market during the lat- 
ter part of 1919, the Norwegian Marine 
& Transport has written relatively 
only a small amount of business under 
the direction of its Un.ted Sta‘es mun- 
ager, P. A. Kjeve, a marine underwriter 
of considerable European experience. 
Its report at the close of 1919 showed 
net premiums of $103,698, no net losses 
paid, and a reserve of $75.000 for losses 
ir process of adjustment. Although 
the company may be able to withdraw 
from this country a large part of its 
surplus reserves, the’ Insurance Depart- 
ment is certain not to release for a 
year or more the amount deposited ac- 
cording to statutory requirements to 
cover all claims. 





MISS BEATRICE STOKES ARRIVES 

A new, permanent and very welcome 
visitor has arrived at the home of E. C. 
Stokes, United States Manager of the 
Royal Exchange, and Mrs. Stokes. It 
is Miss Beatrice Stokes one fortnight 
old. 




















AMERICAN MERCHANT MARINE 
INSURANCE COMPANY 
OF NEW YORK 





MARINE DEPARTMENT 
Merchant Marine House New York City 


South William and Beaver Streets 


FIRE DEPARTMENT 


Insurance Exchange 


Chicago, IIl. 














Telephone Hanover 2054 Established 1898 


Marine Insurance 


Local agents are invited to consult us on their marine insurance problems 


OSBORN & CO. 


Average Adjusters and Insurance Brokers 
Insurance Exchange, CHICAGO - - 45 Wall St. NEW YORK 

















Cable Address “LaBoyt” Established 1900 


LA BOYTEAUX & CO., Inc. 


82 BEAVER ST. Insurance Brokers NEW YORK 


Act as representatives of the insured in all matters pertaining to the 
placing of insurance and collection of losses. The service offered 
is .efficient, trustworthy and prompt. We invite submission 
of your problems as well as your orders. 







































—rompt payment 7 


It is a point of special service with this company 
to pay all claims promptly. In common with 
other good companies we are as anxious to mail 
the check and get the matter settled as the as- 
sured is to receive the payment. 
But the delay, if any, is seldom caused by the 
insurance company. The most frequent cause of 
delayed payment is that claims are presented 
which are improperly made out. 
It is the aim of this company not only to pay all 
claims promptly, but also to assist you in making 
out a trouble-proof claim. 
As an aid in making out claims we have issued a 
booklet: 

“To Obtain Prompt Settlement of Losses” 
If summarizes the exact procedure involved in 
making out a claim that will prove trouble-proof. 
It states point by point the steps to be taken and 
names the documents to accompany the claim. 
This booklet will save you time in making out 
your claims and enable the insurance company 
to make the promptest possible settlement. 
We shall take pleasure in mailing you a copy. 
Write our Service Department. 

We give service and information to all interested. 

We accept risks only through licensed brokers. 


The Washington Marine Insurance 
Company of New York 


MARINE and AUTOMOBILE INSURANCE 
Home Office, 51 Beaver Street, New York 
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Another Conference 
On Hull Syndicate 


PACT NEARLY FINISHED NOW 








Complete Agreement Expected at Next 
Meeting of Underwriters and 
Board Officials 





Another conference to discuss terms 
of the proposed pooling syndicate for 
American marine insurance companies 
was held last Thursday in Washington. 
Several minor changes were made and 
approved by representatives of the un- 
derwriters, Shipping Board, and Con- 
gressional committees. It was stated 
seml-officially afterwards that this 
meeting will be followed by another 
within a week or two at the most at 
which a complete agreement will be 
reached by all parties interested, thus 
opening the way for the actual placing 
in operation of the Marine Insurance 
Association, the name chosen for the 
syndicate. This news is pleasing to 
those underwriters who have been wait- 
ing patiently for the long series of 
meetings and conferences to end. It 
has been four months since the plan 
was initiated and those who are favor- 
able to the movement are desirous of 
seeing the syndicate on a working basis 
as soon as practicable. 

Attending the meeting were the fol- 
lowing: Wm. H. McGee, W. H. McGee 
& Co.; Benjamin Rush, Insurance Com- 
pany of North America; Gomer H. 
Rees, Continental; Archibald G. Thach- 
er and Chalmers Charles, of Barry, 
Wainwright, Thacher & Symmers; Dr. 
S. S. Huebner, R. A. Dean, general 
counsel for the Shipping Board, and 
Director of Insurance Ogden, also of 
the Shipping Board. 

During the weeks that have passed 
since the idea of an American syndi- 
cate first gained prominence, there has 
been not a little talk that this pool was 
prompted by a desire to injure Great 
Britain’s insurance relations with this 
country, and was being pushed by antl- 
British interests. Such intimations are 
absurd and have only served without 
reason to irritate some members of 
British companies. The pooling plans 
provide, quite naturally, that the ves- 
sels owned by the United States Gov- 
ernment shall be insured only with 
American companies, but foreign com- 
panies are to be entitled to membership 
in the syndicate which will seek to se- 
cure coverage for privately owned hulls. 
This country must take steps to protect 
its marine markets as far as possible, 
and whatever is done for the benefit of 
American companies, is not aimed to 
cause injustice to outside competitors. 





EXCESS COMPANY’S STATEMENT 





Reduction in Premiums Leads to Refusal 
to Accept Cut-Rate Marine 
Business in the Future 





Although the Excess Company is un- 
doubtedly a unit of the marine insur- 
ance market, their accounts, which are 
how available, must be considered from 
a different point of view from that as- 
sumed when companies which write ex- 
clusively in the marine market, for 
much of the business written by the 
Excess Company is fire and non-marine. 
This consideration must be borne in 
mind in examining the results of the 
1917 underwriting account, where the 
balance brought forward, at the end of 
1918, amounted to £598,116, of which 
only £205,012 has been paid away in 
claims, leaving £393,104 balance. To 
this amount £30,000 has been added 
from the 1914 account reserve, which 
Bives £423,103 in all, to be transferred 
to profit and loss account. This is a 
Phenomenal result, for a year ago the 
1917 account was debited with £270,000 
transferred to profit and loss account, 
80 the total profit, excluding the £30.000 
from 1914 account, amounts to £663,104, 


Appoint D. R. Lecraw 
Manager of Boston 


TO KEEP COMMERCIAL UNION 








Successor to W. Williams Will Unite 
the Two Marine Offices; J. M. Wil- 
liams His Assistant 





D. R. Lecraw, marine underwriter for 
the New York branch of the Commer- 
cial Union Assurance, of London, has 
also been appointed New York marine 
manager for the Boston, to succeed the 
late Ward Williams who died early this 
year. Mr. Lecraw intends to move the 
Commercial Union to 66 Beaver Street, 
where the Boston is now situated, and 
thus add another name to the list of 
“hig underwriting offices” on the Street. 
Each company has enormous resources 
and together they will form an import- 
ant factor in the local market. Last 
year the Commercial Union wrote net 
premiums of more than $2,677,000, while 
the Boston wrote in excess of $3,252,000, 
and both showed profits above the 
average for 1919. 

Mr. Lecraw has a splendid reputation 
as a conservative underwriter and 
should prove a capable successor to 
Ward Williams. He has handled the 
marine business of the Commercial 
Union for nearly a decade, and has 
been largely instrumental in building 
up the marine end to its present level. 
As assistant manager of the Boston 
will be John M. Williams who has 
worked under his father in the local 
office for several years, and who has had 
charge since the elder Mr. Williams re- 
tired from active underwriting last De- 
cember. 


but this figure is diminished to about 
£605,000, when expenses are deducted. 
In 1918, the premiums amounted to £1,- 
599,549, and after deducting first and 
second year claims it appears that 
£785,577 remains to meet outstanding 
claims and war taxes. No transfer to 
profit and loss account has been made 
from this sum, which is carried for 
ward intact, but there is no doubt that 
in a year’s time a substantial balance 
will remain. The premiums for 1919 
show a considerable reduction on im- 
mediately preceding years, being £931,- 
880. This compares with £2,451,644 in 
1917, and £1,599,549 in 1918. 

The reduction is, of course, common 
to the whole of the market, but in deal- 
ing with this matter in his speech, the 
chairman, C. E. Heath, said he did not 
anticipate any further reduction, be- 
cause, although rates in the marine 
business were declining, the loss would 
be made up by premiums derived from 
other directions. Incidentally, he indl- 
cated that the principle adopted by the 
Company in the future would be to de- 
cline marine business which ‘was 
thought tc be unprofitable—a most 
commendable policy, and one which 
would quickly do away with cut rates 
were it adopted by the whole market. 
The claims settled in the 1919 account 
amount to £270,003, and to this amount 
£105 is added for fire brigade tax, leav- 
ing £661,772 to be carried forward. It 
is, of course, too early to form any estli- 
mate of the ultimate result of this ac- 
count, but there is no reason to doubt 
that it will be profitable, although the 
high ratio of profits earned in previous 
years cannot be expected to be main- 
tained. The dividend for the year is 
9s. per share, which is 45 per cent on 
the capital of £50,000, but in this con- 
nection it must be remembered that the 
reserve fund now stands at £800,000, 
and the assets total nearly £2,431,000.— 
“The Policyholder.” 





T. A. Duffey, of R. A. Corroon & Co., 
has returned from the Pacific Coast, 
and R. A. Corroon is due in New York 
from a visit there, also. 

August Steinbicker, of Syracuse, has 
been appointed agent of the Knicker- 
bocker for that city. 
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CASUALTY AND SURETY NEWS 
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Quis Hundred In 
Claim Society 


EXTEND ITS MEMBERSHIP 





MAY 





Success of New York Body Attracts 
Attention in Chicago Insurance 
Offices 





The New York Accident & Health 
Claim Adjusters’ Association will hold 
its annual meeting June 9. At that time 
a proposal to greatly increase the scope 
of the association will be considered. 
This will take the form of a suggestion 
to admit to membership those, other 
than adjusters, who are closely connect- 
ed with claim work. 

The need for an association of this 
character had been apparent for sev- 
eral years. Recognizing this necessity 
the inaugural meeting was held in 
April, 1918. The objects were stated 
to be frequent meetings that would 
bring the members together for the 
purpose of better acquaintance, and to 
discuss experience and procedure In the 
handling of unusual and_ intricate 
claims, the general object being in- 
creased knowledge, unity of action 
wherever possible, betterment of prac- 
tice, and inferentially the welfare of the 
companies. This did not contemplate 
taking the place of any other organiza- 
tion, or infringing upon its prior rights, 
but rather that this one be confined 
wholly to independent and individual 
enlightenment and expression. 

Views Exchanged 

It was understood, as well, that the 
members would in no sense be officially 
representing, nor would expressions of 
opinion be binding, on the companies. 
It was believed that such interchange 
of thought could not fail to bring about 
a feeling of comradeship, and that mu- 
tual claim matters would be freely dis- 
cussed so that, as far as possible, they 
could be handled in a similar manner, 
the whole resulting in general good to 
the adjusters of New York. 


Since then meetings have been held 
regularly. at which complex matters re- 
lating to claims have been discussed 
and valuable papers read. A series of 
lectures was delivered by medical di- 
rectors. Considerable time was given 
to their preparation and nowhere else 
could the information thus imparted be 
obtained in so concise and instructive 
form. These lectures have been printed 
and distributed to the members for 
future reference. 

qxperience of two years in this work 
has surpassed expectations. From a 
charter membership of thirteen, practi- 
cally all the one hundred adjusters of 
New York are now members. Much has 
been learned that is valuable in their 
daily work, and not the least of the 
benefits derived is the friendship which 
has been brought about from intimate 
business relations which will endure. 

Copied in Chicago 

From time to time the association has 
broadened its scope and become more 
and more instructive and progressive, 
and now, at the beginning of the third 


year, it can safely be said that it is a 
recognized authority of accident and 
health claim procedure, with a corre- 
sponding educational effect. Doubtless 
other large cities could organize similar 
bodies. Already the adjusters of Chi- 
cago have done this, proceeding on the 
lines of the parent institution. The 
association was organized by Ralph 
Marden of the Employers Liability, who 
was its first chairman, and who was 
ably assisted by A. A. Duke of the Hart- 
ford Accident & Indemnity, as secre- 
tary and treasurer. ‘The present offi- 
cers are J. J. McIntyre, Equitable Life, 
Chairman; E. E. Bradley, Royal Indem- 
nity, secretary and treasurer. 





ACTUARIES IN SESSION 





Compensation Rating Subjects Receive 
Much Attention; Two Admissions 
to Membership 





Fifty-five persons attended the semi- 
annual meeting of the Casualty Actu- 
arial & Statistical Society held in New 
York May 28. 

Besides the address of President 
Flynn, details of which were given in 
The Eastern Underwriter last week, 
there were several other papers. R. A. 
McManus, of the Travelers, read one on 
“Analysis of Health Claims by Disease,” 
G. F. Michelbacher of the National 
Council and the Bureau, “The Tech- 
nique of Rate Making As Illustrated by 
the. 1920 National Revision of Work- 
men’s Compensation Rates’; A. H. Mow- 
bray, actuary of the National Council, 
“Actuarial Problems of the 1920 Na- 
tional Council’s Compensation Rate Re- 
vision and Solutions Developed.” Mr. 


Mowbray also read a paper entitled 
“Notes on Poisson’s Exponential and 
Corlier’s Curves.” Richard Fondiller, 


superintendent of the bureau of records 
and accounts of the Equitable Life, pre- 
sented the legal notes on casualty in- 
surance decisions. 


R. D. Murphy, assistant actuary of 
the Equitable Life was elected a fellow 
of the Society. Miss Margaret Burt, 
pension expert in the office of Consult- 
ing Actuary George B. Buck, was ad- 
mitted as an associate without examina- 
tion. 

The new syllabus for the 1920 exami- 
nation was adopted. This is in two 
parts, one for associates and one for 
fellows. 


After discussion of the papers read. 
consideration was given accident and 
health insurance, burglary insurance 
and improvement in insurance account- 
ing. H. BE. Feer, foreign manager of the 
International Fire & Marine, talked on 
aircraft insurance in the United States 
and abroad, 


Taking the Fleets 

In Pittsburgh the agents say that the 
automobile business most affected by 
the new rates is fleet lines. This class 
of risk needs collision insurance and as 
the mutuals and reciprocals are. still 
writing at the old rates, they* get con- 
siderable business. 
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Attitude of Companies 
Toward Chiropractors 


NEW YORK STATUS UNCHANGED 
Claim Men Generally Depend On 
Their Own Physician for Certifi- 
cate of Disability 
Even had Governor Smith signed the 
bill licensing and regulating chiroprac- 
tors, the status of these practitioners 
would not be materially changed as 
respects health and accident insurance. 
Underwriters of this line of insur- 
ance have noted, not with any par- 
ticular pleasure, the rapid increase in 
the number of chiropractors and osteo- 
paths practicing in all parts of the 
country. In a general way, their work 
is not satisfactory, although many of 
them are well versed in anatomy and 
are good diagnosticians. In fact many 
in this class have demonstrated that 
they know more about anatomy than 
the average physician of the old school. 
Health and accident underwriters 
generally pay little attention to cer- 
tificates issued by chiropractors or os- 
teopaths. Usually the insurance com- 
pany’s own doctor is put on the job 
at once in order that the underwriters 
or claim men may have a certificate 

from a regular physician. 

There is this to be said about the 
chiropractors; allopaths recognize them 
to a greater extent than formerly. The 
Same may be said of osteopaths. The 
two branches of practice are almost 
identical. : 


It is no longer possible, however, for 


the broad minded accident and health 
insurance man to turn down the chiro- 
practors entirely. It has been demon- 
strated time and time again that for 
certain ailments and injuries they can 
accomplish more than the allopath. 
Other physicians admit this. There 
was an unusual case of this kind in 
New York recently. A famous fencer 
had carried an accident policy for some 
time and had made one or two claims 
on it, but had never been injured while 
fencing. Finally he received a_ blow 
on the elbow and it gave him unusual 
trouble. He spent a great deal of 
money with physicians and for X-rays, 
but to no purpose. Finally he went to 
a highly recommended chiropractor and 
immediately obtained relief. 


The trouble with a great many chiro- 
practors is that they claim too much. 
They are reluctant to admit that they 
cannot cure this, that or the other 
thing for which their line of practice 
is obviously least adapted. They have 
a habit of ascribing causes for pain to 
dislocation of the spinal vertebra. 
Sometimes pronounced cases of sciatic 
rheumatism are ascribed to this cause 
and when mistakes of this kind are 
made, it makes the chiropractor appear 
only in a ridiculous light. 





The Massachusetts: Mutual Life de- 
livered $16,231,320 insurance in April, 
1920; $10,340,185 in April, 1919. 








Compensation Engineer 
Efficient Rater and Inspector 
offers services. ° 
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The Fidelity and Casualty Company of New York 


Metropolitan Office—92 William St. 


A ANNUAL STATEMENT DECEMBER 21, 1919 
BEETS .ccccscvccvesccccccccevesccece 


Liabilities 


SE GM ae Rae Ua Ase Nash Oe aC NOR ARETE TAOS E SOARES ES 1,000,000.00 
SUPHINS. COVES OH NAPUIIOS. 06000 cr ccecsveceocesscseesesovsces 2,066,592.94 
Losses paid to December 31, 1919.....cccccscccccccccccccscces 71,393,272.71 
CASUALTY INSURANCE AND SURETY PONDS 
Fidelity, Surety, Accident, Health, Workmen's Compensation, 
and Burglary, Robbery, Automobile Liability, 
Miscellaneous Plate Glass, and All Other 
Bonds Boiler, Engine, and Fly-Wheel Liability Lines 
nsurance 


ooo 


ce ceccccccccccccccceecees $19,874,289.31 
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16,807,696.37 
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The Frizzell Appointment 

That Charles F. Frizzell should give 
up the presidency of an old fire insur- 
ance company where he had a chance 
to make a splendid reputation by put- 
ting it in the rank where it belongs by 
reason of its prestige, its age and the 
co-operative backing of the great Royal 
organization caused some surprise on 
the Street. The probability is that Mr. 
Frizzell, although an old fire insurance 
man—having been both a local and 
special agent—missed the casualty at- 
mosphere in which he has lived for so 
many years, and thought he would be 
happier back in that line and as head 
of a new company which he has the 
opportunity of building up as a running 
mate to one of the most powerful, ag- 
gressive and live-wire institutions in 
fire and marine insurance—the Insur- 
ance Company of North America. 

Mr. Frizzell’s reputation in the cas- 
ualty and surety business was largely 
that of a surety man as, directing the 
work of that department, under Presi- 
dent Holland, was his principal activ- 
ity. Later, he took supervision of the 
burglary, too. The compensation and 
liability matters President Holland 
delegated to M. E. Jewett, vice presi- 
cent, 

When a local agent in Tennessee Mr. 
Frizzell developed a lot of surety busi- 
ness for the United States F. & G. His 
agency also handled the New Amster- 
dam. Milton Dargan, manager of the 
Royal in Atlanta, made him a proposi- 
tion to spend several days a week in 
the field for the fire insurance com- 
pany, and he successfully handled both 
jobs, special agent and local agent. 

When the Royal Indemnity was start- 
el in this country it was the idea of 
the powers that be on the other side 
that the casualty company could be op- 
erated along the same lines as a fire 
company and, as a result, five “head 
office” departments were established for 
the running mate. About this time Mil- 
ton Dargan induced Frizzell to come to 
Atlanta and run the Royal Indemnity 
for his department. After the experi- 
ment was a few months old—from April 
to November—it was decided that there 
Was too much overhead, with some oth- 
er objections, so the central authority 
plan used by other companies was 
adopted—the central authority being in 
New York City. Frizzell was then 
transferred here. 

* . * 
Reasons For Changing Disability 
Awards 





reau giving the reasons for changing 
awards in disability cases, the outstand- 
ing fact is that nearly three-fourths of 
the changes are due to the birth of chil- 
dren, this change increasing dependen- 
cy and consequently the awards; while 
the list of changes operating to de- 
crease the awards is naturally headed 
by those cases where temporary total 
cases have entered in a degree of re- 
covery which placed them in the class 
of temporary partial. This class con- 
stitutes 41.6 per cent of those whose 
award has been decreased, 

Vocational training cases, since, as 
has been explained, the acceptance of 
an educational course under the Federal 
Beard of Vocational Education results 
in the suspension of compensation, con- 
stitutes 21.2 per cent of decreased 
cases, but on the other hand divorce 
has occasioned only .1 per cent de- 
crease, and in no case has an awardee’s 
compensation been decreased through 
misconduct. Other reasons, as the 
changing in the earning capacity or, as 
has previously been pointed out, the 
securing or the dismissal of a nurse 
may either decrease or increase awards, 

* * * 
Insurance Well Advertised 

A Newark, N. J., paper runs a “Nug- 
get” column. Here are the headings of 
one set of “nuggets”: “Steal jewelry,” 
“Steal suits”, “Robs home in daytime”, 
“Rode off with bicycle’, “Clothing stol- 
eu from home”, “Discard stolen tools”, 
“Poy missing”. These, all in one edi- 
tion. What better canvassing material 
does the burglary insurance salesman 
wish? 

* * * 
Well Started in Newark 

J. A. Berry, resident manager for the 
Fidelity & Casualty in North Jersey, 
new has his new branch office well 
started. Mr. Berry has been connected 
with that company for nearly 20 years, 
the last seven as assistant manager of 
the metropolitan department at 92 
William Street, New York. 

se 8 
Job Insurance 

As between unemployment insurance 
and strike insurance, there appears far 
more need for the former. Dr. Royal 
Meeker, commissioner United States 
Bureau of Labor Statistics says: “Loss- 
es through strikes are relatively unim- 
portant, as compared with the losses 
from unemployment of the regular, or- 
thodox, undramatic type that doesn’t 
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For a Breathing Spell 

The holiday came just in time. There 
should always be a holiday after the 
casualty actuaries’ meeting. One needs 
vn opportunity to try out some of those 
curves in the open, There were a lot 
ot things said at that meeting that just 
can’t be printed, There’s nobody, even 
in this shop, who could set them up. 
Even if there were there aren't enough 
x's and y’s and parentheses in the case. 
But it was a good meeting. 

* * @ 


Jersey Brokerage Licenses 

In the latest list of New Jersey brok- 
erage licenses appear among others 
these names: Interoceanic Steamship 
Ticket Office, Hoboken; C. Wasleski 
Company, Ventnor City, N. J.; Edward 
W. Alstaetter, Sandusky, O.; George R. 
Burton & Sons, New Haven, Conn, 


WANTS HEIRS GUARANTEED 





Title Company Asks Bond That No 
More Shall Appear to Claim Wo- 
man’s Property 





Chicago, June 2.—An unusual bond 
proposal has been made to one of the 
surety companies by an applicant who 
wanted a guaranty that there would be 
no more heirs to an estate. Certain 
property in Chicago had been willed to 
a negro woman, now about 50 years old, 
and her heirs. She and her two chil- 
dren want to sell the property, but the 
title company to which the matter was 


referred, would certify a clear title to 
the property only on condition that it 
receive an indemnifying bond, guaran- 
teeing that no further heirs to the es- 
tate would appear. In view of the diffi- 
culty often experienced in getting an 
accurate line on negro families, the 
company declined the risk. 

Another title case, accepted by the 
same company, involved the sale of 
property owned jointly by five or six 
men. The wife of one of the owners 
refused to sign the deed, thus reserving 
her right of dower, and before certify- 
ing the title the title company wanted 
an indemnifying bond. The possibility 
of liability on the part of the company 
would not terminate until the wife’s 
death, but the personal guaranty of five 
men worth $1,000,000 was considered 
sufficient to make the bond a safe one, 
although it is admitted that all of 
these men might die and their estates 
be distributed before the liability on the 
bond is ended. 


LEAVING DEPARTMENT 
Roy Arthur Wheeler, actuary of the 
Massachusetts Department, is leaving 
that place to go with the Liberty Mu- 
tual. 


MARYLAND LAW REVISION 
The Maryland Legislature has ap- 
pointed a commission to revise the in- 
surance laws of that state. 

















A Progressive 


SURET Yann CASUALTY 
Company 

















30 


THE EASTERN 


UNDERWRITER 


June 4, 1920 





Fewer Classes 
in New Rates 


REVISION OF COMPENSATION 





Actuary G. F. Michelbacher Makes 
Suggestion for Simplicity in 
Preparing Schedules 
Compensation insurance rate revision 
was discussed by G. F. Michelbacher, 
actuary, before the Casualty Actuarial 
& Statistical Society, His paper was 
ou the technique of rate making as illus- 
trated by the 1920 national revision of 


compensation rates, in the course of 


which he said: 

“The real crux of a revision is the 
problem of establishing rates. In a 
thorough revision the old rates are dis- 
carded completely and new rates are 
produced from fundamental data. This 
work requires exhaustive preparation 
and the largest part of the time is con- 
sumed in that way. To fully appreciate 
? revision it is necessary to know what 
the manual rate represents, how it may 
be analyzed, upon what it is based and 
what processes are essential to its de- 
termination. 

“The rate is the price of insurance 
per $100 of payroll exposure, The man- 
ual rate is an average rate applicable 
to all risks within the classifjcation to 
which it relates, but it is not necessar- 
ily the final rate charged. It is, how- 
ever, the starting point, the modifica- 
tions produced by systems of merit rat- 
ing (schedule or experience rating) to 
be subtracted from or added to it, de- 
pending upon whether the individual 
risk is better or worse than the average 
of its type. : 

“As a word of explanation, I might 
say that the payroll has been taken as 
a basis for computation because it is 
a measure of the number and working 
time of employes and can be most read- 
ily furnished by employers. Also be- 
couse the compensation laws base pay- 
ments upon wages. 

“In workmen’s compensation there 
ure approximately 1,000 classifications. 
For the most part a classification rep- 
resents an entire industry or business. 
There is, however, no standard require- 
ment that this shall be so. Some classi- 
fications still follow occupations, such 
as carpentry, locksmithing, plastering, 
ete, Others represent processes. 
Classification in general should meet 
certain qualifications. They should be 
clear, so that their scope may be read- 
ily understood by every one. They 
should represent a unit for which ac- 
curate payroll and loss records can be 
kept. There should be no_ possibility 
of manipulation either for the purpose 
of misapplication in classifying risks or 
with the intention of juggling payroll 
from one classification to another which 
may carry a lower rate. No attempt 
should be made to skimp, but there 


should be as few classifications as pos-- 


sible. The best results will be achieved 
if there is a reasonable concentration 
of experience in the important classifica- 
tions which actually represent distinct 
industrial units. In the 1920 revision 
there were 1,319 classifications. At the 
beginning of the work 466: were dropped 
and 100 added, so that there are 953 
left. Each industry requiring a classifi- 
cation should have one, but unnecessary 
refinements should be avoided.” 


* The United States Fidelity & Guaran- 
tee have recently made changes at the 
branch office, Winnipeg. C. M. Leith 
has been transferred to manage the 
company’s southwestern department at 
Kansas City, and Messrs. N. G. Mathe- 
son and J. G. Feltus have been appoint- 
ed joint managers at Winnipeg. 





Junius L. Powell, casualty attorney 
and adjuster for the Aetna Companies 
in Washington, D. C., has become asso- 
ciated with Chubb & Son in New York. 


An Aetna Life 
Disability Group 


CONVERSE) RUBBER SHOE CO. 


Policy Written on Payroll Basis in 
Same Way Compensation Policy 
is Written 
The Converse Rubber Shoe Company 
of Malden, Mass., has insured its em- 
ployes numbering 1,847 under a group 
disability policy which the Aetna Life 





has just issued. The policy, which 
went into effect June 1, provides for 
the payment of weekly indemnity 


amounting to 60 per cent of an em- 
ploye’s weekly wages whenever he is 
disabled and unable to work either as 
the result of illness or accidents of a 
non-occupational character. Disability 
payments begin on the eighth day of 
disability and continue as long as the 
employe is totally disabled up to 26 
consecutive weeks. <A large number 
of women employes will benefit by this 
insurance as over 35 per cent of the 
workers at the plant of the Converse 
Rubber Company are women. 

The Aetna has written this policy on 
the payroll basis in the same way that 
a workmen’s compensation policy is 
written. A certificate is given to every 
employe. The Converse Company is 
one of the leading rubber shoe manu- 
facturers of the country and one of the 
most progressive. In 1918 it took out 
a $1,000,000 group life policy with the 
Aetna Life Insurance for the benefit 
of all its employes. With the addition 
of this group disability insurance, the 
employes of the Converse Rubber Com- 
pany are insured against both death and 
disability. 

A large number of other policies have 
been issued by the group disability de- 
partment of the Aetna Life during the 
last few weeks. Among the concerns 
which have taken these policies are: 
The Seeger Refrigerator Company of 
St. Paul, Minnesota; the Poole Dry 
Goods Company of Springfield, Mass.; 
La Porte Woolen Mills of La Porte, 
Ind., covering 326 employes; American 
Cas Machine Company, Inc., of Albert 
Lea, Minn.; Miller & Wolfer, Chelsea, 
Mass., shoe manufacturers covering 
421 employes; the Gosho Co., Inc., of 
Ft. Worth, Texas, cotton brokers; the 
O. T. Stacey Co. of Rochester, N. Y., 
cundy manufacturers; and The Rich 
Shoe Company of Milwaukee, Wis., shoe 
manufacturers. 





Saul S. Myers, counsel for the surety 
companies in the “Nicky” Arnstein and 
“Nick” Cohen bond theft cases, did fine 
work in rounding up the country in 
the chase for Arnstein, the pace getting 
so hot that he had to surrender him- 


self. Now, he is after Cohen, who is 
described as the master mind in the 
Wall Street bond theft cases. There 


has been a lot of exaggeration by the 
daily papers in estimating the value of 
the securities which were stolen by 
the chain of messenger boys, directed 
by the older criminals, a favorite head- 
line being “$5,000,000 Bond Thetft..” Mr. 
Myers told The Eastern Underwriter 
this week that the National’s losses are 
somewhat over $120,000; the American’s 
$150,000; and the United States F. & 
G., possibly $50,000. In the Arnstein 
and Cohen cases Mr, Myers is counsel 
for the National, American, Aetna, 
Fidelity & Deposit, Royal Indemnity, 
U. S. F. & G., Lloyds and the Stock 
Exchange concerns. He has frequently 
ucted as consultant counsel for the Na- 
tional and other companies. 
Premiums vs. Tips 

To sell railroad ticket insurance, the 
Stundard Accident makes this sugges- 
tion: The average man who buys that 
railroad ticket is going to spend some 
money in tips. The Pullman porter, 
the bellhop, ete. Tell him—‘The 
amount of an extra porter’s tip will buy 
$5,000 insurance. Here’s the policy— 
better send one home.” 
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BETTER POLICIES NOW 
No Cry Against High Cost of Accident 
Insurance Where Facts Are 
Known 


One can buy so much better accident 
policies now than a few years ago and 
for practically the same money, Take 
dcuble benefits for hospital confinement 
as an illustration. The older policies 
did not pay any such benefits. Nor did 
they pay ten months’ benefits in a lump 
sum for permanent disability on account 
of total blindness or loss of use of limbs 
resulting from illness, in addition to 
monthly benefits. 

Another comparison might be made 
between the new and old full monthly 
benefits for total disability from illness. 
It used to be the custom to pay half 
or one-fifth of the benefits for tuber- 
culosis. Now, full benefits are payable 
for three months for tuberculosis, 
felons, boils or abscesses. No house 
confinement is required. 

The old policies used to pay only half 
benefits for a non-confining illness, 
Whereas the newer ones pay for one 
month for any other non-confining ill- 
ness than the ones mentioned above. 

In the old policies no such benefit 
was known as that paid for surgical 
operations in addition to other accident 
benefits. It used to be the practice to 
pay the principal sum only for the ac- 
cidental loss of both eyes, hands, feet 
or any two such members. Now, it is 
hossible to obtain double the principal 
sum, 

Benefits used to be paid for 60 days 
or at the end of disability. Now it is 
every 30 days while the insured is_dis- 
abled and while he is most in need of 
the money. 





BUFFALO RATES UNCHANGED 

The Automobile Conference has is- 
sued a bulletin to members notifying 
them that the Buffalo rates for fire, 
theft, property damage and collision 
lines are to stand. 





The Royal Indemnity is undergoing 
its periodical examination by the New 
York department, 





Service Contracts 
of of 

Quality Superiority 
to to 


Policy Holders Representatives 





THE NATIONAL 
of DETROIT 


Eastern Dept. Pacific Bldg. 
49 Maiden Lane San Francisco 
New York Western Dept. 


Northwestern Dept. 
Palace Bldg. 











An employee’s worth is measured by 
the degree of supervision required. The 
more one has to be told what to do, 
checked up and guided, the less one 
is worth to one’s employer. The em- 
ployee who burdens his superior the 
most is the one who is worth the least. 
Verbum sat sapienti—Inter Office 
Chronicle. 





A. M. Shields, of the San Francisco 
office of the Equitable, is president of 
the agency association of that society. 
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CASUALTY AND SURETY POINTERS 


Many an agent would 


Real Knowl find it easy to sell his 


edge Stops company’s policies if he 
Argument would take this simple 
advice given by the 


Standard Accident: 5 

“Know your policies and your com- 
pany. Be able to discuss them intelli- 
gently and readily. Never let yourself 
be ‘stumped’ by a question about the 
goods you have to sell. If necessary 
stick to one policy until you have 
learned the next one and can talk it 
without hesitation or uncertainty. 
Know your company’s history, reputa- 
tion and financial ability and learn to 
pass this confidence inspiring informa- 
tion along to your prospect briefly but 
convincingly. 

“This will help wonderfully to make 
short work of any discussion that may 
develop concerning the merits of your 
proposition. As Abe Martin says, ‘Ever 
notice how quickly a feller that really 
knows somethin’ kin break up a discus- 
sion? Abe certainly struck the nail on 
the head that time.” 

* * * 
Sometimes the prospect for 
accident insurance will ar- 


Street 
Accident gue that he has no special 
Argument need of it because he does 
not drive an automobile or 
do any of the so-called dangerous 
things. 


The Standard Service Monthly points 
out that the automobile hazard is at 
present about a 14 to 1 proposition and 
within a short time is likely to become 
10 to 1. In other words, for every ten 
persons using the streets, there is one 
who has an automobile. With one auto- 
mobile for every ten persons, it is easy 
to see that it is not the man in the 
car who is running all the risk. The 
ones who have to do the dodging are 
just as likely to be the ones who need 
insurance most. 

Taking the “Standard’s” view: “Sun- 
day will continue to be the headliner 
in the auto drama, just as it always has 
been. The Monday morning paper will 
be printing the same sad stories they 
always had to offer as their contribu- 
tion to that blue Monday feel!ng. Cars 
will be left beside the roadway, broken 
and twisted and in need of repairs and 
insurance adjusters. The speed king, 
the ‘buggy rider,’ the poor children out 
for the afternoon with Mother and Dad, 
the pedestrian and even the country 
dogs will be in line for ‘theirs.’ 

“No matter how you figure it it all 
comes back to the point where you 
come in, The fellow who is numbered 
among the ‘other ten’ who do not own 
an automobile will need accident in- 
surance and a bunch of good luck in 
any case. The driver will need protec- 
tion against accidents to himself.” 

* * * 

Alva E. Stern, 90 William 
Street, New York, is still 


Family i. 
Ammunition issuing “Stern Facts” in 
inReserve which he brings to the 


attention of the public 
the benefits of accident and health in- 
surance on which Mr. Stern specializes. 
Stern can take most any piece of news 
tlat is in the public mind and weave 
from it an insurance story. At the 
Jackson Dinner held in Washington, 
William J. Bryan made an address in 
which he said “A soldier is a soldier 
until his day of opportunity comes. Af- 
ter that he’ is either a hero or a 
coward.” Taking this as his text, Mr. 
Stern writes: 

“Every individual either succeeds by 
grasping his opportunities or fails by 
ignoring them. And who among us is 
not a soldier? Isn’t it true that we 
are all fighting the battle of life to sup- 
port ourselves and families? What 
would be your opinion of the general of 
an army who did not lay a careful plan 
of campaign. Or would you rather be 
under the command of one who did not 
know when he was going to strike or 
be struck? 


“What would be your opinion of the 
commander who did not have an ample 
reserve supply of ammunition? Or 
would you rather be under the leader- 
ship of one who either had an unlimit- 
ed amount of ammunition on hand or 
had it in reserve, 


“Our business of Income Protection 
is the reserve ammunition either for 
yourself or family. When the time 
comes that you are not on the firing 
line, when you are unable to attend to 
your business or profession for a day, 
week, month, year or the rest of your 
life, we supply the ammunition, the in- 
come that you lose. No matter how 
long the period may be you place your- 
self in a well defended position.” 


* *¢ * 
B. R. Plotts, talking 
Some People about himself in the 


Get Away 
With This 


“Mutual Underwriter,” 
Rochester, N. Y., says: 
“I deliver a man’s policy 
and say, ‘Well, your policy came and I 
looked it over and there is one thing 
wrong with it.’ 

“Invariably he says, ‘What is wrong 
with it?’ The applicant never says any- 
thing else. 

“ ‘Well, the thing I find wrong with 
it is that it is not large enough, and 
without any obligation on your part at 
all I ordered another policy of the same 
size.” And there have been very few 
cases where I have not delivered it.” 

Some agents can get away with this; 
others not. 


LET IT GET AWAY 


When insurance managers were look- 
ing for automobile department men and 
underwriters at $1,800 a year, it was 
usual to hear the expression that there 
is not much to automobile underwriting, 
anybody can do it. Be that as it may, 
there have been several demonstrations 
given recently of the danger of turn- 
ing an automobile department over to 
an inexperienced man and then forget 
ting the department entirely, leaving it 
to take care of itself. Some managers 
have failed to realize how much auto- 
mobile business their companies could 
get in a short time, and how rapidly 
that business can “get” them if not 
handled properly. The automobile busi 
ness has been growing so fast and ex- 
ecutives have been so very busy with 
other things, especially during the trying 
period of the war, that they have failed 
to realize its size and importance. The 
executives have seen the light however, 
as is shown by organization of the Com- 
mittee of Nine to probe the entire auto- 
mobile insurance business. 








J. ©. McCormick, superintendent of 
the industrial accident and health de- 
partment of the American Bonding and 
Casualty, has resigned, effective May 
31, to become assistant to C. H. Boyer, 
manager of the casualty department of 
the National Life, U.S. A. Mr. McCor- 
mick has had a wide experience in the 
accident and health insurance business 
and was superintendent of the accident 
and health department of the Chicago 
Bonding at the time of its consolidation 
with the American Bonding. 


W. E. SMALL, President E. P. AMERINE, Secretary 
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Georgia Casualty Company 


You Everyone 


are Sure Or SERVICE is 


Surplus and Reserves to Policyholders Over Two Million Dollars 


HOME OFFICE: MACON, GEORGIA 
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The METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
HOME OFFICE, 47 CEDAR STREET 





CHARTERED 1874 


Plate Glass, Burglary, Accident and Health Insurance 
EUGENE H. WINSLOW, President 

Robert A. Drysdale, Vice-Pres. §, Wm. Burton, Sec. Alonzo G. Brooks, Ass’t Sec. 
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THE SIGN OF GOOD CASUALTY INSURANCE 


HEAD OFFICE 
F. J. WALTERS 
CHI CA GO Resident Manager 


55 JOHN STREET 
F. W. LAWSON New York 
General Manager 

Elmer A. Lord &Co. 
145 Milk St., Boston 


Resident Managers 
New England 


Liability, Accident 
Burglary,Boiler and 
Credit Insurance 





Estabiished 1469 


| London Guarantee & Accident Co., Ltd. 








OF LONDON, ENGLAND 











17'4% commission on all business placed with Motor Car Mutual 
Casualty Company and 20% on all business placed with 
the Motor Car Mutual Fire Insurance Company 


MOTOR CAR MUTUAL FIRE INSURANCE COMPANY 
MOTOR CAR MUTUAL CASUALTY COMPANY 


20 NASSAU STREET, NEW YORK CITY 
Telephone, John 5880 No direct business written 


We are open for agencies in New York and Pennsylvania 








The Employers’ Liability 
Assurance Corporation, Lid. | | 


The original and leading Liability 
Insurance Company in the World | 


American 
Surety 


_ Company 
| of New York 


LIABILITY, STEAM BOILER, 

ACCIDENT, HEALTH, FIDELITY 

AND BURGLARY INSURANCE 
United States Branch 

SAMUEL APPLETON, United States Mgr. 

Employers’ Liability Building 

33 BROAD STREET, BOSTON, MASS. 
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Massachusetts Bonding 


BOSTON 
Paid-In Capital $1,500,000 
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and Insurance Company 


T. J. FALVEY, President 
Write For Territory 
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Largest Life Insurance Business in the World 
(INCORPORATED BY THE STATE OF NEW YORK) 
HALEY FISKE, President FREDERICK H. ECKER, Vice-President 

Total Amount of Outstanding Insurance......................- $5,343,652,434 
Larger than that of any other Company in the World. 

Ordinary (annual premium) Life Insurance paid for in 1919.... $910,091,087 
More than has ever been placed in one year by any Company in the World. 

Industrial (weekly premium) Insurance paid for in 1919........ $508,590,405 
More than has ever been placed in one year by any Company in the World. 

Total Insurance placed and paid for in 1919................... -$1,418,681,492 
The largest amount ever placed in one year by any Company in the World. 

Gain in Insurance in Force in 1919... .............0 0.00 ceeeees $914,140,618 
More than ever has been gained in one year by any Company in the World. 

Number of Policies in Force December 31, 1919............... 21,770,671 
Larger than that of any other Company in Amevxica. 

Gain in Number of Outstanding ‘dlicies....................... 1,986,410 
Larger than any Company in the World has ever gained in one year. 

Ds i dG he aa ka Ad ow GN ARR NE Wh ede Rhea eneN $864,821,824.55 

Increase in Assets during 1919... ..................ce ce eeeee $89,367,126.27 

_® Larger than that of any other Company in the World. 
¥ DEED, Scuakedidtudhaahiiate bene etnies enaeneekawianien $835,736,487.38 
ia gr aa are en hla an hing bo apie aha waheian $29,085,337.17 
Number of Claims paid in 1919.................. cece cee eeee 289,125 


Averaging one policy paid for every 30 seconds of each business day of 8 hours. 


Amount paid to Policy-holders in 1919....................... $73,581,759.91 


Payment of claims averaged $505.93 a minute of each business day of 8 hours. 


Metropolitan Nurses made 1,300,883 visits free of charge to 256,000 sick Indus- 
trial Policy-holders. 
Metropolitan men distributed over Twelve Millions of pieces of literature on 
health— 
Bringing the total distribution to over 200,000,000. 


Reduction. in general mortality at ages 1 to 74 in 8 years 17.9 per cent. 


Typhoid reduction, 69 per cent.; Tuberculosis, over 33 per cent.; Heart 
disease, over 23 per cent.; Bright’s disease, over 25 per cent.; Infectious 
diseases of children, over 46 per cent. 


In general reduction and in each case of disease, this is far greater than that shown by statistics of the 
Registration Area of the United States 


Death Rate for 1919 lowest in History of Company. 
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